feed 


UNE is the month of 

dealers conventions. The 
Central Retail Feed Asso- 
ciation will meet at Miul- 
waukee, June 12 and 13; 
Ohio Grain Dealers’ Asso- 
ciation at Lima, June 19 
and 20; Eastern Federation 
of Feed Merchants at Buf- 
falo, June 27 and 28. Ev- 


ery dealer, whether a mem- 


ber of any association or 
not, is invited to all three 
meetings. Plan to attend 
the one nearest you. 
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If You’re 


In Business 


to Make 


—lose no time in looking 
into the proposition Quaker 
makes to Flour and Feed 
Dealers. For you want the 
very best feeds and flour 
you can get; feeds that 
bring your old customers 
back again and again; and 
flour that will win more 
and more new customers. 


Quaker makes these prod- 
ucts — makes them to sci- 
entific formulas, in spick- 
and-span modern mills. 


And when you become a 
Quaker Dealer you receive 


Money— 


combined shipments of 
flour and feed in the same 
car. And Quaker’s enlarged 
manufacturing facilities 
assure prompt deliveries. 


Quaker advertising in farm 
magazines and papers, 
newspaper advertising 
with you in your local 
papers, and strong direct- 
by-mail assistance — these 


are winning business for 
Quaker Dealers! 


And it’s profitable busi- 
ness. Write today (a postal 
card will do) to 


The Quaker Oats ©mpany 


CHICAGO, U.S. A. 


Quaker 
FUL-Q-PEP 


POULTRY FEEDS 


Manufacturers of a complete line of poultry and 
livestock feeds—and finest flours 


4 ; 
a 
qT | 
| 
J 


The STRONG-SCOTT Combined 
Elevator Head Drive and Backstop 


Note these important features: 


(1) Strong-Scott Automatic Backstop. Instantly 
and positively STOPS the leg, preventing it from 
running backwards; instantly releases the leg the 
moment it starts in the proper direction. No jerks. 
This automatic feature alone will pay for the 
drive many times over. 


(2) Driven either by belt, Morse Silent Chain or 
leather Link V belt, direct from a motor. Made 
in three styles to suit all conditions. 


(3) All moving parts run in bath of oil. 


(4) Drive can be taken up to cupola on a manlift. 
Nothing to assemble when it reaches there. Low 
installation cost. 


Write for additional information. 


Everything Jor Every Mill and Elevator 

KOT) 


In Canada: The Strong-Scott Mfg.Co.Ltd Winnipeg 


FROEDTERT GRAIN & MALTING Co. 


MILWAUKEE—MINNEAPOLIS_ 


) \ E. have the kind of CORN you want. 
Our Fresh shelled Natural 2 or 3 Yellow 


Corn costs no more than ordinary mixtures. 


- This isthe season to be careful and select 
only Corn of quality. — 


Corn, Oats, Barley and Malt Sprouts available for 
immediate shipment, either C. & N. W. or C. M. St. P. & 


Pacific. 
<a Write or phone for our quota tions |* 
Operating Elevators at TELEPHONE 
MILWAUKEE, MINNEAPOLIS, WINONA BROADWAY 5600X, MILWAUKEE 
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Paze Four 


It's Cured 


ARCADY SWEET 16 DAIRY FEED 


is specially prepared, CURED and processed that the pro- 
duct you feed your cows may contain a heavy charge of 
pure cane molasses, may have a sweet and tempting odor 
and may be blended easily and readily with Wonder Dairy 
Ration or any other of our higher protein milk productive 
dairy rations. 


FEED THEM REAL RATION 


WONDER DAIRY RATION 
Years of satisfaction guarantees WONDER DAIRY RATION 


as one of the most outstanding 24% protein pure feeds on the 
market. The finest thorobred herds everywhere are fed 
Wonder Ration, either for showing purposes, or for maximum 
economical milk production. Don't miss the opportunity to 
benefit through the use of this feed. 


FREE—Send for our booklet **More Money from Your Cows.” 


MORE THAN JUST MASH FEED 


WONDER LAYING MASH 


The reputation of Wonder Laying Mash is exceeded only by 
its superior quality. Everywhere that this feed is used, it is 
recognized as more than merely a mash feed. It develops 
the birds, instills into them the vigor and vitality necessary for 
good body health and maximum economical egg production. 
Get some for your chicks today and watch them improve in 
their productivity. 


FREE—Send for our booklet ‘‘Pouliry The Money Maker.” 


TREAT YOURSELF—uR. DEALER 


To areal money making proposition. Your customers will 
gladly pay you a profit and will be more loyal to you if you 
can offer them these profitable result-producing feeds. Write 


today—Arcady Farms Milling Company, Department 64, 
223 W. Jackson Blvd., Chicago, Ill. 
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Volume Four 


June, 1928 


Number Six 


Central Retail Convention Program 
Will Attract Large Attendance 


Activities Start Tuesday Morning, June 12, At Plankinton Hotel, Milwaukee 
Host Of Nationally Known Speakers Are Scheduled 


Dealers’ Feeding School, 


HE program for the Central Re- 
tail Feed Association conven- 
tion at the Plankinton hotel, 
Milwaukee, is ready for the curtain to 
rise June 12 and 13. Every hour of 
the two day sessions will provide in- 
structive and practical business helps 
and ample entertainment is arranged 
for both the dealers and their wives. 
Because of the sunny June weather, 
predicted for the convention dates, a 
record crowd is expected. Many are 
planning to combine a vacation with 
their trip to Milwaukee. 
Registration at 9 A. M. 


Activities start Tuesday morning at 
S o'clock with registration on the mez- 
zanine floor of the Plankinton hotel 
where all of the sessions are to be 
held. 

J. L. Kleckner, Kleckner Elevator 
Co., Neillsville, Wis., president, will 
call the meeting to order at 10 o'clock, 
and Mayor Hoan will welcome the 
dealers to Milwaukee. Mr. Kleckner 
will then give his address. James H. 
Vint, Commissioner of Markets, Mad- 
ison, Wis., treasurer, and David K. 
Steenbergh, The Feed Bag, Milwau- 
kee, secretary, will read their reports. 

Following the officers’ reports, 
Charles Quinn, secretary of the Grain 
Dealers’ National Association, Toledo, 
Ohio, will speak on “What Arbitration 
Means”. Mr. Quinn’s close contact 
and long experience with grain men 
all over the United States will make 
his address worth hearing. 

Surprise Play in Afternoon 

After Mr. Quinn’s talk the nomin- 
ating, resolution and auditing commit- 
tees will be appointed. The dealers 
will then adjourn for luncheon to as- 
semble again in the banquet room on 


the mezzanine floor at 1:30 p. m. 

The afternoon session will open with 
a play entitled, “Four Thieves of Feed 
Profits,’ and presented under the di- 
rection of Forest Secor, Milwaukee. 
Several dealers will have a part in the 
play which is written to show the com- 
mon evils in the feed business and tell 
how to remedy them. It will make the 
audience laugh as well as learn. A 
similar play was presented last year 
and made a big hit among the deal- 
ers. Many will be pleased to learn 
that they will have opportunity to see 
another this year. 

Another important feature of the af- 
ternoon session is the address of W. 
IX. Suits, president of the American 
Feed Manufacturers’ Association. He 
will speak on “The Mixed Feed Busi- 
ness—Its Present and Future”. 

Many Topics for Discussion 

Selling for cash, delivery costs, 
grinding for profit, installation of mix- 
ing equipment and other modern 
phases of the retail feed industry will 
then be generally discussed by the 
dealers. Every member should re- 
ceive valuable information for appli- 
cation to his own business from this 
part of the program. ; 

At 6:30 p. m., the big entertainment 
feature—a dinner dance and entertain- 
ment is scheduled. Gov. Fred R. Zim- 
merman, of Wisconsin, and W. A. 
Stannard, secretary of the Eastern 
Federation of Feed Merchants, Albany, 
N. Y., will be the principal speakers. 


One of the most famous Milwaukee- 


toastmasters will keep up the good 
humor of the assembly. 

Justice cannot be done with words 
to the menu that will be served at the 
banquet. There will be fresh shrimp 
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_ cocktail, celery hearts, 


mixed olives, 
rosa, cheese klipps, 
prime sirloin of beef on the iron, fancy 
string beans, special French fried po- 
tatoes, combination salad, wafers, fresh 
strawberry shortcake with whipped 
cream, coffee and rolls. Dealers and 
their ladies are asked to bring a good 
appetite. 


tomato bullion 


Entertainment and Dancing 

Entertainment will be furnished 
through the courtesy of the Milwaukee 
Chamber of Commerce under the di- 
rection of John Jouno, chairman. He 
announces that there will be dancing 
numbers, with many pretty girls, 
music, singing and special acts that 
will please everyone. ; 

After the tables are cleared Billy 
Adair’s Plankinton hotel orchestra will 
strike up its merry notes and the deal- 
ers and their wives and friends will 
dance to their heart's content. 

Prizes will also be awarded at the 
banquet by the Milwaukee Chamber 
of Commerce. The smallest and tall- 
est, and the plump and the thin will 
all be eligible for numerous gifts. Ex- 
act method of determining the win- 
ners of prizes will be kept a secret un- 
til the evening of the banquet. 

Prizes at All Sessions 

More than $100.00 worth of prizes 
will also be awarded by the associa- 
tion for attendance at each session held 
during the two convention days and 
dealers who are faithfully present at 
each event will have a chance to re- 
ceive many of the attractive rewards. 

Dealers will go to school again as 
they did last year when the Wednes- 
day morning session begins. The bell 
will ring at 9:30, and the rod and rule 
of the little red schoolhouse will be 
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wielded gently. The session will be 
the Busy Dealers’ Feeding School, 
which proved so popular at the 1927 
convention. It will be conducted by 
G. Bohstedt, professor of animal hus- 
bandry and J. G. Halpin, professor of 
poultry husbandry. Both are of the 
University of Wisconsin, and are rated 
highly as feed experts. The busy deal- 
ers’ school will occupy the entire 
morning and dealers will be free to 
ask questions and discuss the material 
presented. 

After hearing the reports of the com- 
mittees, new officers of the association 
will be elected at the Wednesday after- 
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MEAT SCRAPS 


~ 00000000000 00000000002 70000000000 
When you handle 


Darling’s Meat Scraps, 
Tankage and Bone Meal 


you are handling the best the 
world produces--and it doesn’t 
cost you one cent more than 
the other kind. 


Darling & Company 


Union Stock Yards, Chicago 


LaBUDDE FEED & GRAIN CO. Milwaukee 


noon session, and the convention will 
end with a general discussion of fu- 
ture plans. 

Full Program for Ladies 

Mrs. John Jouno who aptly enter- 
tained the ladies at the convention last 
year, will again keep them busy and 
happy. She announces that shopping 
and sight-seeing tours, bridge party, 
and card party as well as entertain- 
ment at the big banquet Tuesday even- 
ing, are on the program. 

Milwaukee, noted for its hospitality, 
will open its doors to the dealers and 
their wives and all are assured of a 
pleasant as well as a profitable visit. 
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STATE DISTRIBUTORS 


0 J0000000 300 


B. HILGER, of the Adell Co-opera- 
tive Union, Adell, Wis., is the proud 
possessor of a new Ford. Lucky Ben! 
The Feed Bag had one on order since 
last Thanksgiving. 


W. J. KLEIN writes to The Feed 
Bag: “I have just completed all de- 
tails in our re-organization and will 
start out as the West Bend Farmers’ 
Elevator Co. on June 17.” Mr. Klein 
was manager of the farmers’ co-opera- 
tive organization at West Bend, Wis., 
of which the present corporation is an 
outgrowth. 


MORRIS E. SHURTLEFF, of the 
Shurtleff Co., Sterling, Ill., arrived at 
the Northern Illinois District Dealers’ 
Club meeting which was held at Elgin, 
May 11, about an hour late and all 
he “could find was a stack of dirty 
dishes”. The dinner was at the Elgin 
Y. M. C. A. and the following meet- 
ing was at the Calumet Club, where 
the dealers took advantage of big easy 
chairs as they discussed various feed 
business problems. Word should have 
been left at the Y. M. C. A. so that 
Mr. Shurtleff could have joined the 
meeting, but we hope he is not dis- 
couraged and will make a special ef- 
fort to arrive an hour early at the next 
meeting to be held at St. Charles, Ill. 


A Globe Feed 
For Every Need 


Dairy 
Poultry 
Pigs and Hogs 


CHICAGO 


DICKINSON | 


We co-operate with our dealers to develop a very pro- 
fitable volume of feed sales on a basis of 
Quality and Sales Service. 


ALBERT DICKINSON COMPANY 


SPECIAL NOTE 


The dates are JUNE 12th and 13th. 
The place is MILWAUKEE. 


DON’T MISS IT THIS YEAR. 


CENTRAL RETAIL FEED ASS’N CONVENTION 


Complete 
Mixed Car Service 


Straight and 
Mixed Feeds 


Corn and Oats 
Bulk or Sacked 


MINNEAPOLIS 
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re ELLO, Jack?” 
H Dealer Swenson was on 
his phone. 

“This is Gus Swenson.......... 
Down at Swenson Bros. Say, how 
are those five pigs coming along.......... 
Is that sos... That’s good. Their 
feed? How’s it holding out? You 
know, tomorrow’s the 15th of the 
month again.......... Five bags you say? 
Serica Okay. The truck’ll be around to 
your place about 10 o’clock I think. 
Ganon All right, Jack, thank you.” 

* Ok 

Is that the way you get the business 
from your small feeders? Or do you 
make any extra effort to get it? Is 
small feeder business worthwhile? For 
the best answer to this last question, 
take a look at your own community. 
Aren't there dozens of this sort of 
feeders, the fellows with just a team 
ot horses, one or two cows, 5 to 10 
hogs, 100 chickens, or maybe a few 
pigeons or some dogs? To get this 
down to more definite facts read these 
figures which were gathered a short 
time ago by a farm magazine while 
conducting a national survey. Sixty- 
four per cent of horse feeders own 
less than 5 horses, 47 per cent of the 
dairymen milk less than 5 cows, 47 
per cent of hogmen feed less than 10 
hogs and 31 per cent of the poultry- 
men raise less than 100 chickens! 

Small Feeder Important 

After a look at these figures there 
isn’t much question but what Mr. 
Small Feeder is mighty important to 
Mr. Feed Dealer. Not only because 


there are so many of these feeders in 
every community, but also, a good part 
of them must buy feed somewheres 
because they don’t raise it. 


“All right,” you say. “Supposing 
my community is full of small feeders. 
How am I going to get their business? 
That’s the big thing. I haven’t time 
to dabble here and dabble there for 
just a bag or two of feed.” 


How to Get Their Business 


But is that the case? Isn’t it all in 
the way the dealer goes at it? A good 
many dealers are getting this small 
feeder business with a minimum of 
time and effort. They use several 
different methods but all of them are 
sure to do one thing—get in touch 
with the feeder some way! Some use 
the telephone—calling each feeder reg- 
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Say Something! 


That’s The Way To Get Small Feeder Business 


By 


C. H. WOLFE 


ularly—once, twice, four times a 
month. Others call regularly—by mail. 
Still others see the feeder in person. 

This last system is a crackerjack if 
the dealer is fixed to do it. He lays 
out a regular route systeni—like a mail 
carrier's route. Then he follows this 
route on certain days every month, 
bringing feed to old customers, taking 
future orders from both old and new 
customers, and collecting money for 
delivered feed. Dealers using this 
route system say it’s surprisingly easy 
and convenient to make collections. 

System Saves Time 

More than one such route can be 
built up, but each one should be cov- 
ered regularly. By using systematic 
methods the dealer saves time. He isn’t 
“dabbling here and dabbling there to 
sell a bag or two of feed.” 

If you aren’t using any of these 
methods of getting small feeder busi- 
ness, why not try one? But be regu- 
Whether on the 
phone, by mail or in person. Make 
them get to expect you. Get interested 
in their livestock. That makes them 
interested in you. It’s the contact that 
counts with them. Experience proves 
it gets the business—sells feed. So 
—one way or another—say something! 


lar as the postman! 


FIRE AT NECEDAH, WIS. 
Wisconsin Power and Light Co. feed 
mill, Necedah, Wis., was destroyed by 
fire on May 19. The fire started in 
the dynamo of the power plant. 
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Congratulations, Central Retail Feed Association! 
As an organization, you have made it more pleasant 
and profiitable to be engaged in the feed business in 
Wisconsin. You are growing because you are serving. 
The Northern Milling Company, too, is both serving 
and growing. Our interests are mutual. 


Summer is the dull period of the feed business; but it 
need not be unprofitable. If you cater to the summer 
trade by carrying a complete stock at all times, you 
will be surprised at the volume of sales. We can 
stock your warehouse with one mixed car of the 
fast selling Wisconsin line of dairy, poultry, hog and 
stock rations together with millfeeds, grain and flour. 
Farmers soon learn to go to the dealer who is best pre- 
pared to supply them. Put a sign over your door— 
“We are Never out of Wisconsin Balanced Rations’”. 


Telephone 3766 and order a car started your way to- 
day. 


NORTHERN MILLING COMPANY 


WAUSAU, WISCONSIN 
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TESTER DEFENDS 
THE FEED DEALER 


W. Bodeker, a dairy association 
tester, bats a high average for 
the feed dealer in a recent letter 
to Hoard’s Dairyman. He said: 

“There are many people who do not take the time to 
make comparisons of what they had and what they now 
have. They complain that there is no progress in dairying 
and that it does not pay to feed cows well. 

“*All money: the cows made us goes to the feed dealer,’ 
said a member of the testing association who was feeding 
a balanced ration that I had suggested. ‘We had bigger 
cream checks before we joined.’ 

“I suggested that we compare these cream checks and 
we found that while he had been feeding as I had sug- 
gested, his checks were $334.00 larger than for a similar 
period the year previous. The higher income during the 
testing period covered this total gain cost, quite a convinc- 
ing item. This money was gone, of course, and there were 
some payments to be made, but after a while Mr. Farmer 
admitted that he had bought fertilizers and other necessary 
things and so the case was cleared. 

“If every farmer would keep books instead of working 
blindfolded, there would be more satisfaction in farming.” 

That last statement is very true, and a feed dealer 
should insist on records if he is ever blamed for taking all 
of the farmers’ profits. Many erroneous impressions abcut 
a dealer can be made right and business regained if he will 
sit down with the farmer and analyze the profits made by 
feeding his dairy cows the dealer’s brand. 

Usually, as Mr. Bodeker says, the farmer hasn't been 
keeping books, and he accuses the feed dealer of getting 
the additional dollars, which all of us know is not true. 


MODERN FARMER Do we realize the main objective 
AIMS AT PROFIT of farming today and plan 
business accordingly? 

Farming methods have changed and the man who 
handles the plow and the pitchfork is making constant 
strides ahead. It is the business of the dealer who serves 
him to keep in step with his progress. 

’ A recent bulletin issued by the Agricultural Experiment 
Station, University of Wisconsin, gives a close view of the 
American farmer and his methods in the preface of the pub- 
lication which is entitled “Forward Steps in Farm Science.” 

“Today,” the bulletin says in part, “farming is first of 
all a business. It is other things, too, but first of al! a 
business.” 

“It is no longer merely an art or a science. To suc- 
ceed it must be placed on a business that is profitable. Suc- 
cessful farming depends not so much on the production of 
the best and biggest but rather upon the financial profit re- 
turned. The dollar, not the bushel or the pourid, is the 
measuring stick. Like any other business it is a matter 
of costs, returns and net profits. 

“The best farming is that which results in the greatest 
financial advantage and contributes most to the satisfac- 
tion of the farmer's; economic wants and desires.” 

These facts reveal to the feed dealer that profit, there- 
fore, is the aim of the modern farmer. Then it is up to 


our 
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the man who sells feeds to show the man who tills the soil 
how to make more good American dollars by proper feed- 
ing methods. If he can do this he will get a hearing, and 
will invariably make more coins roll toward his store. 

More than that. He will also show that he understands 
the farmers’ desires and will be a missioner in his com- 
munity by showing the way to prosperity and better wel- 
fare through proper farm feeding. 


ATTEND YOUR Keep your eye on the caiendar. 
CONVENTION 


The 
dates of three important conventions 
are drawing near. 

Feed dealers will gather at the Plankinton hotel, Mil- 
waukee, June 12 and 13, for the third annual convention of 
the Central Retail Feed Association. 

Things will also be humming in the East when the 
Eastern Federation of Feed Merchants assembles at the 
Statler hotel, Buffalo, N. Y., on June 27 and 28. 

Tucked between these two events is the convention 
of the Ohio Grain Dealers’ Association which will be held 
at Lima, Ohio, June 19 and 20. 

Feed dealers and grain men certainly cannot rely on 
the alibi that they have no place to go. Everyone should 
spare a few days away from his business to attend HIS 
convention. 

Why should you go? 

You'll learn new ideas that you can apply to your 
business with profit when you return. 

You'll have a leave of absence from your office and 
visit new sights for a few days and you'll come back re- 
freshed. 

You'll meet fellows who are engaged with you in one 
of the greatest industries of the world and who have the 
same problems, the same joys and sorrows. 

You'll do a lot of handshaking that will make life 
more pleasant and more worth the living. 

You'll laugh and learn and work and play and when 
you get back into ‘the harness again there isn’t a sales re- 
sistance or a business hill that’s going to stop you. 

Sit down this evening and talk it over with your wife. 
Take her along to the convention with you for committees 
of each of the three events have provided entertainment for 
the ladies. She’ll appreciate the trip and her visit in either 
of the convention cities. 

Grab your baggage. 


All aboard for Milwaukee, Lima 
and Buffalo! 


AN INVESTMENT 
FOR YOUR BUSINESS 


Again we call your attention 
to the practical, helpful, in- 
spirational articles in The 
Feed Bag. This issue presents to you an abundance of 
material that is vital to the feed trade and your business. 
Custom Mixing, Holding New Customers, The Chain Store 
Menace, and columns of helpful ideas told to members of 
the American Feed Manufacturers’ Association at their re- 
cent convention are among the many topics of interest that 
are yours for the reading. Take The Feed Bag home to- 
night and read it from cover to cover. The time you spend 
will be an investment for your business. 
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CRACKED CORN 


Carefully Sifted For Feed Dealer Consumption 


RARE INDEED 

“Oh, what is so rare as a day in 
June?” 

“A feed business withcut overhead.” 

* * 

A price cutter should be in the music 
business. He sells his feeds for a song 
and pays by notes. 

© 
CORRECT, SIT DOWN 

Teacher: “Use ‘diadem’ in a sen- 
tence.” 

George: “People who drive on to raii- 
road crossings diadem side quicker 
than those who stop, look and listen.” 

* * 

Many men realize on their invest- 
ments, that is realize the mistake they 
have made. 

LOOKS HOPEFUL 

“What are you looking at?” 

“That sign.” 

“What does it say?” 

““Ladies Ready to Wear ‘Clothes.’ ” 

“Well, it’s darned near time, if you 
ask me.” 


The Evidence 


Some men get fatigued waiting on 
customers, others go home tired be- 
cause they stand on their feet all day 
waiting for business. 

BUSINESS BUZZES 

Lindbergh didn’t need a back seat 
driver to get across the Atlantic. 

Crooked men often get business but 
enly straight men keep it. 

Watch your step, but don’t be afraid 
to take a few ahead. Success, wise 
men say, means a new customer a day. 

*x* * * 

An old fashioned human is the man 
who still insists that a dry cellar is 
preferable. 


* * 
LOCATED AT LAST 
Frantic Husband: “Gertie, I’ve 


swallowed my collar button.” 
Wife: “Thank heavens. For once 


you know where it is.” 


Another candidate for the dumb bell 
club is the fellow who thinks a sepa- 
rater is a divorce lawyer. 


A LIQUID CROP 
Feed Dealer: “How’s your corn?” 
Farmer: “Ought to be fit to drink in 
about a week.”—White Swan. 


SLEEP PRESCRIPTION 


20 Parts Cash Basis. 
20 Parts Advertised Brands of 
Feed. 
20 Parts Pleasant Personality. 
20 Grams Customers’ Good Will. 
20 Parts Service. 
Mix well and use daily. 


How men will look 1,000 years from 
now will depend on how the women 
dress. 


WILL MANUFACTURE FEEDS 

F. A. Ruenitz, president of the 
Springfield Milling Co., Springfield, 
Minn., announces that his company, 
after a long and exhaustive investiga- 
tion into the subject of balanced ra- 
tions for cows, chicks and pigs, has 
decided to manufacture and market a 
line of feeds in addition to its present 
extensive flour business. 


McDOWELL MILL, Lincoln, Neb., 
is building an addition to its plant in 
which they will install a grinding mill. 


No testimony we can possibly offer of the 
value of the Superior Batch Mixer to 
millers is as convincing as the following 
statement of their patronage: 

60% more Superiors were sold in 1925 than in 1924 


64% more Superiors were sold in 1926 than in 1925 
65°, more Superiors were sold in 1927 than in 1926 


100% more Superiors were sold the first 
three months of 1928 than in the 
corresponding months of 1927. 


1928 will be another 
Superior Year 


If you don’t know about this profit making batch mixer, the 
coupon offers an easy way of getting acquainted. 


Munson Mill Machinery Co., Inc. 


Established 1825 UTICA, N. Y. 


Munson Mill 
chy. Co., 
Utica, N. Y 


Send catalog of the Superior 
Batch Mixer 


Representatives: Strong-Scott Mfg. Co., Minneap- 
olis, Minn.; F. J. Conrad, Cedar Rapids, Ia.; A. D. 
Hughes & Co., Wayland, Mich. 


| 
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Custom Mixing Creates More Business 


Brings Farmer To Store 


Aggen Mill Shows Faith In Plan By Installing $10,000 Worth Of Machinery 
“Sale Of Commercial Feeds Will Increase Rather Than Decrease,’ Says Owner 


HEN a feed dealer installs 
more than $10,900.00 worth of 


machinery in his place of 
business he must have faith in the 
future. 
Arthur Aggen, Port Washington, 


Wis., who has done this very thing, is 
not worrying. 

A visitor, who calls at the peaceful 
lake shore town in which he does busi- 
ness, will hear the chug of a poweriul 
engine «nd the whirring cf burrs for 
blocks away. Arthur Aggen’s elevator, 
feed store and mill are busy! 

Offers Mixing Service 

Mr. Aggen, an alert dealer, has vis- 
ualized the future, and has analyzed 
his community with the result that 
he has equipped his establishment to 
take care of the growing needs of his 
customers. Among the new services 
which he discovered in demand was 
the mixing of feeds and he according- 
ly installed a 22 inch Sprout, Waldron 
grinder, a one-ton mixer manufactured 
by the same firm, and a Dreadnaught 
horizontal corn crusher. : 

“The farmer of today,” Mr. Aggen 
said, “has learned new ideas about 
feeding which he would like to try 
out. He reads of various rations in 
farm magazines, studies his state ‘uni- 
versity bulletins and hears feeding ad- 
vice over the radio. He wants to try 
these suggestions and if I give him a 
service whereby he comes to my store 
I can keep him interested. 

“T don’t want to discourage him 
from using commercial feeds. My idea 


is to give grinding and mixing serv- 
ice to the farmer to get him into the 
store. Even if I don’t make a profit 
by doing the work, I can realize in- 
creased sales among my other items 
in the store. Once you get a man to 
come to your place of business he 
will always buy something that he 
I can also talk to him with my 
feeds right at hand to demonstrate. 
I really believe that the mixing serv- 
ice which I have installed will 
crease rather than decrease 
cf commercial feeds.” 

An average of 100 bags of feed a 
day are ground at the Aggen mill. 
Farmers come from miles around Pert 
Washington with Icads of grain be- 
cause they have discovered that Mr. 
Aggen has the equipment to do their 
work satisfactorily and speedily. When 
the new one ton feed mixer is ready 
for operation, Mr. Aggen:expects a 
boom in business. He has turned down 
many demands for mixing service be- 
cause his installation was7not com- 
pleted. Mr. Aggen will charge $1.00 
a ton for mixing when he is ready 
to accommodate the trade. Farmers 
now pay him 10 cents a bag for grind- 
ing. 

The Aggen mill presents an ideal 
lavout of machinery. Set snug on a 
firm foundation at the north end cf 
the spacious 50 by 60 mill floor is the 
grinder. The bagger down which the 
ground feed slides is distant from the 
machine and the wall, allowing free 
elbow room and ample space to place 


sees. 


in- 
the sale 
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full bags. Directly across from the 
the one-ton vertical mixer 
points nose downward from the upper 
floor. Ample space is also provided 
around it to fill the bags and place 
them away until they are ready to be 
loaded on trucks or wagons. 

Commercial rations, single protein 
feeds, salt, seeds, and other products 
which Mr. Aggen dispenses to his 
trade, are arranged neatly in conspic- 
uous places about the floor. The 
farmer who observes the grinding or 
mixing processes is able to see pro- 
ducts that he needs wherever he turns, 
and this fact undoubtedly stimulates 
sales at the Aggen mill. 


grinder 


Feed dealers in many parts of Wis- 
consin and throughout the Northwest 
have complained recently of high 
power rates. Many co-operative move- 
ments have been started to 
against the increases. These problems 
cause no loss of sleep for Mr. Aggen. 


protest 


Makes Own Electricity 


Unlike many other feed establish- 
ments located on electric lines, Mr. 
Aggen furnishes his own power and 
reports continued savings every month. 
He has installed a 90 horse-power 
Buckeye oil engine attached to Gen- 
eral Electric generating equipment, ca- 
pable of producing from 75 to 200 kilo- 
watts per hour, which is sufficient to 
operate Mr. Aggen’s flour mill, 22 inch 
grinder, mixer and 
ment. 


elevating equip- 


“The initial investment for furnish- 
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One-ton Sprout Waldron mixer, part 
of Aggen’s investment in mixing 
service. 


ing your own power is large,” he 
said. “But the saving in the long run 
makes it worthwhile. I now operate 
my plant for three months at the same 
cost I originally paid for city power 
during one month. Now I’m indepen- 
dent. When the power plant here 
breaks down, and that seldom happens, 
we can stop work and fix it. But every 
little disturbance on the company cir- 
cuit used to stop the machinery and 


Ghe 


Monarch Attrition Mill 
and Vertical Feed Mixer 


Is Increasing Business For 


FEED STORES 


The Monarch 
Vertical 
Mixer 


The ideal machine 
for custom or com- 
mercial Feed Mix- 
ing. Easy to in- 
stall, takes little 
power and makes 
all kinds of Mixed 
Feed. Write for 
full information. 
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cause a loss of time.” 

The large engine consumes fuel oil 
which can be purchased for 5 cents a 
gallon. Mr. Aggen estimates a fuel 
cost of 25 cents an hour for power 
to run the generator. 

“IT think I have the best equipped 
engine room in the state,” Mr. Aggen 
modestly said. 

And we agreed with him. 

The machinery is well groomed me- 
chanicaily, and the concrete floors are 
clean. One corner of the engine room 
is occupied by a shower bath, wash 
basin and toilet. Hot and cold water 
a la mode are available. A blow torch, 
which is used every morning to heat 
the large oil engine for starting, is 
turned tor a short time on a heating 
plate below the water tank and the 
mill enjoys regular home conveniences 
for the rest of the day. 

Meets Changing Conditions 

Adjoining the engine room is a store- 
house, converted into a neat, dry stor- 
age space out of a coal bin which held 
the fuel for the mill in the old days 
when it was run by steam. Located 
a short distance from the mill is the 
Aggen elevator. 

Mr. Aggen has been in business 24 
years. He has always maintained a 
policy of conforming with the times 


The Aggen mill furnishes its own 


power with_ this 90 h. p. Buckeye 

engine and General Electric generator. 
and fulfilling all the requirements of 
his community as it progressed. The 
installation of a mixing service is on¢ 
of the latest developments. 


Mr. Aggen took the mill out of a 
lapse of idleness when he bought it 
in 1905. The former cwners, who 
milled flour exclusively, ceased opera- 
tion and the wheels were still for a 
year and a half. Mr. Aggen gradualiy 
developed the business, continuing the 
manufacture of flour gradually 
branched into dealing in feeds, seeds, 
grain and doing custom grinding. 

With $10,000.00 invested in new ma- 
chinery he looks confidently on the fu- 
ture and we'll bet our best hat that 
he will not be disappointed. 


The Monarch Attrition Mill 
grinds all kinds of grains into a cool uniform 
feed at the lowest cost per ton. It will out- 
last any feed grinder made and cost you less 
to keep in steady operation. For 25 years 
America’s leading Feed Grinder. 


HEY draw new customers and hold old ones. They in- 

crease revenue and stimulate sales of feed stuffs. The 
Attrition Mill grinds the grist the way farmers want it and 
the mixer enables you to mix molasses, gluten, oil meal or 
other concentrates with his home grown feeds. You make 
three profits, one on the grinding, one on the feed stuffs you 
sell and one for mixing. Let us tell you more about these two 
profit makers. Write for Catalogs DandF. No obligation. 


Sprout, Waldron & Co. 


Box 318, MUNCY, PA. 


Chicago Office, 9 So. Clinton St. 
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Feed Manufacturers Gain Accord 
With Farm and Poultry Press 


Editors Commend Their Work In Showing Farmers The Way To Bigger Profits 
More Than 200 Attend Convention At West Baden; Suits Re-elected President 


OGRESS toward attainment of 

accord with one of the great serv- 

ice factors in the American ag- 
ricultural structure—publishers and ed- 
itors of the farm and poultry press— 
was heralded as the most important 
accomplishment in the history of the 
American Feed Manufacturers’ Asso- 
ciation at its 20th annual convention 
held at the West Baden Springs Hotel, 
West Baden, Ind., May 24, 25 and 26. 

Sixteen representatives of the farm 
and poultry press in addition to several 
trade press representatives, including 
David K. Steenbergh, managing editor 
of The Feed Bag, were guests at the 
convention and elected to honorary 
membership in the association at the 
Thursday morning session. 

Tribute to Manufacturers 

John Thompson, conservative editor 
ot the lowa Homestead, in testimony 
of the recently changed attitude of the 
farm press and in glowing tribute to 
the feed industry said as _ follows: 
“Feed manufacturers are doing a more 
constructive work and accomplishing 
more in teaching the feeding of bal- 
anced rations and helping farmers in- 
crease their profits than both the farm 
press and agricultural college and ex- 
perimental station agencies 
gether.” 

Credit for most of the work which 
was necessary for the accomplishment 
of this great progressive step was ac- 
knowledged as due to Pres. W. E. 
Suits, Quaker Oats Co., Chicago, in a 
resolution moved by O. E. M. Keller, 
J. J. Badenoch Co., Chicago, and un- 
animously adopted during the closing 
session of the convention. 

A Task for the Future 

“The next step,” said President 
Suits, in acknowledging the tribute 
paid him, “is to convince the agricul- 
tural college professors and the experi- 
mental station staffs. We must invite 
these men to visit our plants and show 
them the modern facilities we have for 
producing uniform and efficient feeds. 
We must make the advances toward 
these men just as we did to the farm 
press and it certainly would be splen- 
did if we could have a large group 
here at our convention next year.” 

The opening session of the conven- 


put to- 


tion 


called to order at 10:30 
o'clock Thursday morning. Annual 
addresses and reports of President 
Suits, D. W. McMillen, chairman of 
the executive committee; L. F. Brown, 


secretary; W. R. Anderson, treasurer, 


was 


W. E. Suits 


and R. M. Field, traffic manager, were 
heard. Mr. Suits’ address is published 
on another page of this issue of The 
Feed Bag and the other reports all 
point out the progress made by the as- 
sociation during the past year, and 
show an increased membership and a 
substantial balance in the treasury. 
Address by Dr. Smith 

Dr. Philip H. Smith, Amherst, Mass., 
president of the Association of Feed 
Control Officials, delivered an address 
on the subject, ‘Feeding Stuffs Legis- 
lation—-A Glance into the Past, What 
of the Future?” Mr. Smith traced feed 
control legislative progress from the 
passage of the first act in 1897 to the 
present. Speaking of the future, he 
said as follows: 

“What of the future? Will legisla- 
tion relative to feeding stuffs change? 
Will it become more drastic or will 
it be dropped as unnecessary? I be- 
lieve that the basic requirements of 
existing laws will remain unchanged 
for some time. Nothing better has 
been devised. With the information 
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given in the present guarantee, the 
trained feeder should be able to tell 
whether or not the feed meets his re- 
quirements. The pity of it is that 
often he is not trained. Additional re- 
quirements in a guarantee would not 
help him to educate himself. Much 
has been said in favor of and against 
the open formula. Even though it may 
have merit, it need not be taken seri- 
ously as a matter for legislation until 
methods are perfected by which a 
statement of formula can be proved 
by analytical methods.” 
Morrow Addresses Banquet; 

The annual informal dinner of the 
convention was held in the dining 
room of the hotel starting at 7:30 p. 
m. Thursday. The address of the even- 
ing was delivered by Hon. Edwin P. 
Morrow, Lexington, Ky., former gov- 
ernor of Kentucky and member of the 
Railway Labor board, on the subject, 
“Our American Heritage”. Wax ba- 
nanas enclosing heavy silk “Triple X” 
handkerchiefs and clothes brushes 
were distributed by the Denver Alfal- 
fa Milling & Products Co. and the 
Carthage (Mo.) Limestone Co., as 
favors. 

Several informal talks and two ad- 
dresses completed the third session of 
the convention Friday morning. The 
informal talks were given by W. D. 
Leggett, American Miller, Chicago, for 
the trade press; John Thompson, lowa 
Homestead, Des Moines, and John F. 
Cunningham, Wisconsin Agricultural- 
ist, Racine, for the farm press; Dr. G. 
L. Bidwell, Bureau of Chemistry, 
Washington, D. C., and David K. 
Steenbergh, managing editor. of The 
Feed Bag, Milwaukee. Mr. Steenbergh 
called attention to June as the month 
of feed dealers’ conventions, with the 
Central Retail Feed Association meet- 
ing at Milwaukee, June 12 and 13; the 
Ohio Grain Dealers’ Association at 
Lima, Ohio, June 19 and 20, and the 
Eastern Federation of Feed Merchants 
at Buffalo, June 27 and 28. 

Bohstedt Talks on Minerals 

The addresses were delivered by H. 
C. Lee, Mutual Fire Prevention Bu- 
reau, Chicago, IIl., whose topic was the 
“Burning Question”, and Dr. G. Boh- 
stedt, professor of animal husbandry, 
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University of Wisconsin, Madison, on 
the subject, “Feeding Minerals in the 
Light of Recent Findings”. 

The closing session of the conven- 
tion was held Saturday morning. At- 
titude of the feed manufacturers tow- 
ard the packing of cottonseed meal in 
eight ounce new bags or ten ounce 
second hand bags and toward the ten- 
tative standards for alfalfa meal of the 
American Feed Control Officials were 
discussed. The auditing committee, 
headed by W. O. Green, Urbana, Ohio, 
reported favorably on the treasurer’s 
report, which was accepted by unani- 
mous vote. Chester W. Chapin, Cha- 
pin & Co., Chicago, reported for the 


resolutions committee and in separate 
resolutions thanks were extended to 
the association officers, directors and 
members of the executive committee; 
convention speakers; donors of prizes, 
members of the farm, poultry and 
trade press at the meeting; publish- 
ers of the trade press for convention 
publicity and members of the sports 
committee, which was headed by F. 
C. Greutker, Cereal By-Products Co., 
Buffalo. 
Suits Re-elected President 

Floyd Wilson, Denver Alfalfa Mill- 
ing & Products Co., Lamar, Colo., re- 
ported for the nominating committee, 
and the following officers, members of 


HAINES 


COMBINATION 


MIXER 


The Grain Machinery Co. 
Marion, Ohio 


Fo the accurate 

and rapid mix- 
ing of dry feeds 
for stock and 
poultry. 


All steel construc- 
tion—requires 
minimum floor 
space and power— 
shipped ready to 
operate. 


Convenient---Dur- 


able---Efficient. 


Write for 
Bulletin F-10 


SALES 
REPRESENTATIVES 
WANTED 
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the executive committee and directors 
were elected: President, Mr. Suits; 
first vice-president, E. B. Savage, In- 
ternational Sugar Feed Co., Minneapo- 
lis; second vice-president, S. T. Pease, 
Happy Feed Mills, Inc., Memphis; 
third vice-president, C. P. Wolverton, 
Maritime Milling Corp., Buffalo; sec- 
retary, Mr. Brown; treasurer, Mr. An- 
derson, and traffic manager, R. M. 
Field, Chicago. 

D. W. McMillen, the McMillen Co., 
Fort Wayne, Ind., was re-elected 
chairman of the executive committee. 
Other members include: H. A. Abbott, 
the Albert Dickinson Co., Chicago; O. 
E. M. Keller, J. J. Badenoch Co., Chi- 
cago; A T. Pennington, Royal Feed 
& Milling Co., Memphis; Searle Mo- 
wat, Larrowe Milling Co., Detroit; A. 
F. Seay, Ralston Purina Co., St. Louis. 

New members of the board of direc- 
tors are: D. G. Lowell, Washburn- 
Crosby  Co., Minneapolis; Edw. 
Drescher, Alfocorn Miliing Co., St. 
Louis; F. G. Brewer, Ballard & Bal- 
lard Co., Louisville; W. D. Walker, 
Arcady Farms Milling Co., Chicago; 
C. G. Keith, Hermitage Mills, Nash- 
ville, Tenn.; Van Roy Miller, Nutrena 
Feed Mills, Kansas City, Kans.; Jim 
Rapier, Rapier Sugar Feed Co., 
Owensboro, Ky.; M. M. Nowak, No- 
wak Milling Corp., Hammond, Ind.; 
Floyd M. Wilson, Denver Alfalfa Mill- 
ing & Products Co., Lamar, Colo.; J. 
S. Keller, Pratt Food Co., Philadel- 
phia, Pa.; G. J. Stone, Universal Mills, 
Fort Worth, Tex.; E. G. Olden, Hia- 
watha Milling Co., Jackson, Miss.; A. 
E. Lippelman, Ubiko Milling Co., Cin- 
cinnati; J. M. Adam, Anheuser-Busch, 
Inc., St. Louis, and Arthur F. Hopkins, 
Chas. M. Cox Co., Boston. 

Complete Sports Program 

No regular sessions of the conven- 
tion were held afternoons and these 
periods were devoted to golf, horse- 
shoe pitching and a bridge party for 
the ladies. Prize winners in the quali- 
fying round of golf were: George Hoy- 
land, Hoyland Flour Mills, Kansas 
City, loving cup for guests’ low net 
presented by Sprout, Waldron & Co.; 
C. H. Schinke, Bysbee Linseed Co., 
Chicago, loving cup for guests low 
gross presented by Worthan-Morgan- 
Hamilton Bag Co.; E. J. Houson, J. 
J. Badenoch Co., Chicage. loving cup 
for members’ low net presented by 
Fulton Bag & Cotton Mills; Ralph 
Field, Chicago, loving cup for mem- 
bers’ low net presented by Lamar Al- 
falfa Milling Co. 

Final event winners in the golf tour- 
nament Friday afternoon’ were as fol- 

(Continued on Page Thirty-one) 
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District Dealers Clubs Are Organized 
At Beaver Dam And Elgin 


Central Retail Feed Association Holds Several Successful Group Meetings 
Porter, Northrop Head Beaver Dam Body; Joshel, Davis Elected At Elgin 


WO clubs affiliated with the 

f Central Retail Feed Association 

were organized at district meet- 
ings of retail feed dealers held at Bea- 
ver Dam, Wis., May 10, and at Elgin, 
Ill., May 11. 

Colby Porter, of C. S. Porter, Fox 
Lake, Wis., was elected chairman and 
S. C. Northrop, of the Globe Milling 
Co., Watertown, Wis., secretary of the 
Beaver Dam District Dealers’ Club. 

Plan Future Meetings 

Henry Joshel, of M. A. Joshel & 
Bros., St. Charles, Ill., and C. P. Da- 
vis, St Charles, Ill., were elected chair- 
man and secretary, respectively, of the 
Northern Illinois District Dealers’ 
Club. 

The Illinois organization will hold 
its next meeting at St. Charles in July 
and the Beaver Dam District Dealers’ 
Club at Watertown, Wis., in the same 
month. 

James H. Vint, commissioner of 
markets for the state of Wisconsin, 
and treasurer of the Central Retail 
Feed Association, was the principal 
speaker at both meetings. Mr. Vint 
was formerly manager of the Farmers’ 
Co-operative Elevator Co., Union 
Grove, Wis., and knows the feed busi- 
ness thoroughly. He talked on “The 
Changing Business World” with spe- 
cial reference to the necessity of keep- 
ing step with progress in the retail 
feed trade. 

hould Help One Another 

“The Central Retail Feed Associa- 
tion,” Mr. Vint said, “is making great 
progress but there certainly is need 
for organization in the retail feed trade 
and the association warrants even 
greater support. We _ feed dealers 
should get better acquainted with one 
another and when we do we will find 
out that we are all about the same, 
happy about the same things and wor- 
ried with the same problems. We 
should try to be of as much help to 
one another as we possibly can. One 
way in which we can do this is to loan 
feed to the neighbor dealer who is 
temporarily short and another way is 
tc. give our neighbor dealer the bene- 
fit of the doubt when some farmer 
comes in with a claim that your com- 
petitor is cutting the price. 


“There have certainly been more 


changes in the last ten years than 


there were in all the preceding fifty. 
For example, take the druggist. The 
drug store used to be a 200 per cent 
gold mine but it is now selling coffee, 


Credit for the 
success of district 
meetings, wherever 
held, is always al- 
most entirely dueto 
the hard work of the 
local dealers who 
are in charge. 
**Larry’’ Hartzheim, 
pictured at left, 
‘“‘put across’? the 
meeting at Beaver 
Dam and M. A. 
Joshel and W. J. 
McArthur were in 
charge of the meet- 
ing at Elgin. 


doughnuts, toys and what not to get 
by. The chain stores have swallowed 
up the druggist, the grocer, and are 
threatening other retail establishments 
until, today, no one is safe. 

Example of the Grocer 

“Let us consider the city of Madi- 
sen. Think of the grocery stores 
which formerly did a thriving business. 
Only a few remain. The great ma- 
jority have been supplanted by chain 
stores. Why did these grocers fail? 
It was because they were unable to 
adapt themselves to changing business 
conditions. They had perhaps nursed 
their businesses’ from infancy in one 
established way and could not think 
cf doing business according to any 
other rule. 

“We feed dealers are in much the 
position. We do not like to 
change but we must if we are going 
te survive. The example of the gro- 
cer is before us. It is very likely that 
if the grocers at Madison had all got- 
ten together in an organization, buy- 
ing some items collectively and selling 
in accordance with modern business 
methods, that there never would have 
been any chain stores in Madison. 

Feed Dealers Advantage 

“The grocers had the advantage in 

that they were established in their 


same 
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communities and acquainted with their 
trade. We feed dealers all have that 
advantage and in addition, the feed 
business is different from many retail 
businesses in that purchases are made 
in car lots. The car lot is the unit of 
shipment and therefore the basic price 
unit. With few exceptions, we feed 
dealers buying in car lots will always 
be able to get the lowest possible mar- 
ket quotations. Let’s get together and 
make the Central Retail Feed Associa- 
tion a great, powerful organization and 
thereby defend ourselves so that we 
will always survive in the changing 
business world. We must either co- 
operate to meet changing conditions or 
somebody else will come in doing busi- 
ness in the modern way and we'll be 
out.” 

J. L. Kleckner, of the Kleckner Ele- 
vator Co., Neillsville, Wis., president 
of the Central Retail Feed Associa- 
tion, D. W. McKercher, of the Mc- 
Kercher Milling Co., Wisconsin Rap- 
ids, Wis., director, and David K. 
Steenbergh, managing editor of The 
Feed Bag, Milwaukee, secretary, also 
spoke at both meetings. President 
Kleckner explained the purposes of the 
Central Retail Feed Association, Di- 
rector McKercher talked on the value 
of organization and Secretary Steen- 
bergh described plans for the 1928 con- 
vention of the association to be held 
at Milwaukee, June 12 and 13. 


Cash Basis Discussed 


At the Beaver Dam meeting, Le- 
Roy Williams of the Williams Eleva- 
tor, Beaver Dam, Wis., and Mr. Por- 
ter, told of -their experiences selling 
feed for cash. The cash basis, in fact, 
was a subject of considerable discus- 
sion at both meetings. Mr. Williams 
stated that, influenced by articles and 
editorials in The Feed Bag, the Wil- 
liams Elevator changed to a strictly 
cash basis on August 1, 1927. The 
company had $2,000.00 on the books 
at that time, which amount has since 
been reduced to approximately $100.00. 
There was a slow up in business im- 
mediately after the change, but many 
of the former slow pays came in and 
paid up their accounts in full. 

“Business today,” Mr. Williams said, 
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HeresTheLatest: 


& ~and best ~ feed; 


rowing 
chicks 


They Buy On Sight 


G This new line of Poultry-feed “CHAPIN KERNELS,” is up- 
setting all rules of the feed-business. 


Q Poultrymen buy these feeds on sight—which is something that, 
to our knowledge, has never before been done with a om of any 


kind. 


Q Write today for a sample. 


g “‘Chapin Kernels” is the name that covers 
four different kinds of feed—all made in 
Keinel form: 

START-ALL 

GROW-ALL 

LAY-ALL 

EGG-MASH 
@ The first three are “‘all-mash” feeds—no 
scratch grain necessary. 
g The fourth is a regular egg-mash, in Ker- 
nel form, for the poultryman who prefers to 
feed scratch grain. 


@ The Unicorn feed store that handles Chapin Kernels will have 
no competition from an imitation granular feed—either now or later. 


g It is a unique product. There will be only one feed of this kind 
on the market—and Unicorn feed stores will sell it. 


@ This means more new customers, steady customers, and cus- 
tomers whose business pays you a real profit. 


Q With a feed that sells on sight and gives come-back satisfaction 
to your customers, the thing to do is to have a few sacks of 
Chapin Kernels on display in YOUR store. 


It will pay you to secure the ex- 
clusive sale of Chapin Kernels in your town or city. 


CHAPIN & COMPANY 


327 South La Salle Street, Chicago, III. 


q All are made by an exclusive process that 
steam-cooks, toasts and turns out the finish- 
ed product in the form of small Kernels for 
chicks and larger Kernels for hens. 


g Packed in new cloth sacks, attractively 
printed in contrasting colors. § | 


g Active interest in Chapin Kernels is being 
created by the use of liberal advertising 
space in the leading poultry magazines. 


g Your customers will be calling for Chapin 
Kernels. Be ready to supply them. 
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“shows a small increase as compared 
to what it was on the credit arrange- 
ment. We never have anybody come 
in and ask for credit any more but oc- 
casionally we do hold a farmer’s check 
for from two weeks to thirty days. We 
find that customers who formerly ran 
up a bill and then stayed away for 
several months until we made them 
pay it, now continue as regular cus- 
tomers. We are well pleased with 
our results in changing over, and de- 
spite the fact that we are the only 
cash feed store in Beaver Dam, we 
would never go back to the credit way 
of doing business.” 
Profit Margin Narrow 

Mr. Porter also voiced his satisfac- 
tion with results of conducting the C. 
S. Porter business on a cash basis. 
“Our only trouble has been,” he said, 
“that the farmers expect us to sell for 
considerably less money on a cash ba- 
sis and we find that we are not able 
to do this in very many instances be- 
cause of the fact that our margin of 
profit has always been low enough. 
The farmers in our territory do a lot 
of direct buying and this of course has 
been a great handicap. Despite this 
fact, however, our business has been 
steadily increasing and we would not 
go back to the old basis.” 

Credit for the success of the meet- 
ing at Elgin, Ill., is due to W. J. Mc- 
Arthur, of the Elgin Flour & Feed 
Co., Elgin, Ill., and M. A. Joshel, Ge- 
neva, Ill. Mr. Joshel has served as 4 
director of the Central Retail Feed 
Association for two terms, and it is 
largely because of his efforts that the 
Central Retail Feed Association de- 
cided to hold a district meeting in II- 
linois. L. J. Hartzheim, of Lange & 
Hartzheim, Beaver Dam, Wis., made 
arrangements for the extremely suc- 
cessful district meeting which was held 
at Beaver Dam. 


SUNSET FEED & GRAIN CO., 
Buffalo, N. Y., has been appointed 
sales agents for the American Linseed 
Co., to handle the output of linseed 
meal from the Buffalo and New York 
mills of this company. 


EASTERN STATES MILLING 
CORP., Buffalo, N. Y., Buffalo, N. 
Y., has been issued a permit to erect 
a $200,000 addition to its plant. The 
concern is one of the leading co-op- 
eratives in the East and plans to sell 
over 160,000 tons of feed this year. 
The addition to the plant, it announces, 
has become necessary due to the grow- 
ing demands for the company’s pro- 
ducts by its member-customers. 
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Sales Pep For Feed Business Found 
In Manufacturers’ Schools 


Correspondence Courses, Field Sessions Furnish Valuable Selling Ideas 


Profits Await Dealers Who Plan And Give Specialized Service To Trade 
By F. Harvey Morse 


feed dealer whose business 
growth during the past year had 
been a little short of phenomenal. This 
firm had been handling a line of com- 
mercial feed for several years, and 
had moved very little of it. In fact, 
this particular dealer ordered a car 
September 1 and he said, “I thought 
that would last until February or 
March.” 
Business Increases Rapidly 
Since the Ist of October, however, 
he has sold better than two cars a 
month in a market with lots of com- 
petition from lower priced feeds and 
home mixed rations, selling absolutely 
for cash. He had an attractive win- 
dow display and a good campaign of 
local advertising. He was getting out 
to the farms regularly, helping the 
feeders with their problems, culling 
their flocks, and the like. The two 
young men he employed had a thor- 
ough sales viewpoint. They were able 
to talk intelligently to feeders, who 
came in, about their own problems. 
What had caused this sudden in- 
crease in business, this more or less 
right about face from indifference to 
aggressiveness? Simply this. That 
dealer had taken a week off and at- 
tended a field sales school promoted 
by the feed manufacturer. He had in- 
sisted that his employees enroll in the 
free correspondence courses offered 
from the same source. Then he put 
ta work the ideas he had received. 
Right Employees Important 
Too many feed dealers have over- 
looked entirely the importance of train- 
ing their employees to sell. “Oh I 
hired Jim to drive the truck,” one will 
say. Yes, but Jim has a world of ‘op- 
portunities to handle a little trouble for 
a customer when he delivers the feed 
and even to sell that customer some 
item in the line he is not now using. 
Other dealers feel that if a ware- 
houseman is husky enough to move 
around the stock and help a customer 
load, that those qualifications are all 
sufficient. The day has passed, how- 
ever, when the progressive feed store 
merely hands over the thing the cus- 


R iicet eat we called upon a 
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those of your feeders. 


Ask Che feed B 


The best feeding and business authorities of the United States 
are co-operating with The Feed Bag in conducting this Question 
and Answer Department. Write us about your problems and 


How much cod liver oil should be 
fed to laying hens?—R. E. B. 
About 4 to 5 per cent of the mash 
ration. 
*x* * * 
What is the best way to show a 
farmer comparative results to be 


Ask us another. 

The Feed Bag opens this de- 
partment to all of its readers and 
will gladly answer any questions 
pertaining to feeding or business 
problems. 

What did your farmer custom- 
ers ask you that you could not 
answer? 

What are your troubles in 
business—sales end, collecting, 
delivery, in fact any difficulty 
that you meet from day to day? 

Make a note of them and 
the next day send a letter to The 
Feed Bag. Your question will 
be answered on this page or by 
return mail if the editors do not 
consider it of general interest to 
all readers. 


gained by using fertilizer purchased 
from my store?—J. H. B. 

Instruct him to leave a strip of land 
upon which he does not apply the fer- 
tilizer. When the crop has grown he 
will be able to observe the difference 
between the applied and non-applied 
sections and will no doubt be con- 
vinced. 

One of my customers complains that 
his hens will not consume enough 
mash in the summer time. Can you 
suggest a remedy?—G. W. K. 

The mash should be made more ap- 
petizing. A good method is to moisten 


it and feed it during the middle of. 


the day. Hoppers should be kept 


temptingly filled at all times. 
* 


Is white corn just as good as yellow 
corn for a mash ration?—L. E. S. 
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Yellow corn should be used because 
it contains vitamins that are not found 
in the white. 

*x* * * 

I recently advertised a feed for $4.95 
a sack. The printer made it read 
$4.75 by mistake. What was the right 
thing to do in this case—sell the feed 
at $4.75 or tell the customers of the 
mistake when they called?—O. M. J. 

By all means keep the good will of 
your customers and sell the feed at 
$4.75, at least for a reasonable length 
of time, as advertised even if you are 
compelled to take a loss. 

x 

Several farms in my community re- 
port that their chicks are dying of 
coccidiosis. Will feed serve as a rem- 
edy in any way?—J. P. K. 

Yes. A mash containing 40 per cent 
dried butter milk should be fed to the 
chicks until they have recovered. No 
scratch feed should be fed in the mean- 
time. In addition to this all infested 
birds should be kept apart from the 
rest of the flock; the brooder house 
should be cleaned and disinfected, the 
litter must be changed often, and the 
temperature of the brooding house in- 


creased 5 degrees. 
* 


What is the Wisconsin law in re- 
gard to registering and marketing my 
own brand of feed?—R. E. S. 

Write to the Feed Inspection Divi- 
sion, Agricultural Chemistry building, 
Madison, Wis., for proper blanks. Fill 
out these blanks according to instruc- 
tions therewith, and when they are re- 
turned include with them an applica- 
tion for registration, giving the name 
or trademark under which the feed is 
sold, the analysis for protein, fat and 
fiber and the name of each ingredient 
used in its manufacture. If the de- 
partment finds your analysis satisfac- 
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tory, license certificate will be mailed 
to you. Each sack or container in 
which the feed is sold must show the 
name or trade mark; name and address 
of the manufacturer; minimum percent- 
age of protein and fat and the maxi- 
mum percentage of fiber and the net 
weight of feed. No license is needed 
for strictly custom feed mixing. 
* * 

I have many farmers in my com- 
munity who do not believe in feeding 
their cows while they are on pasture. 
Can you suggest a way to convince 
them?—J. E. J. 

Select a farmer who does feed his 
dairy animals while they are on pas- 
ture and if possible visit a neighbor of 
the man you are trying to convince. 


Get his figures showing milk produc- 
tion and profit before and after sum- 
mer feeding and armed with these go 
with a pleasant smile and a helpful at- 
titude to the home of your prospect. 
Show him what his neighbor Jcnes 
has done and nine times out of ten 
you will sell him. ; 
* * * 

Witl proper feeding prevent the birth 
cf hairless hogs?—M. A. 

This disease is caused by a goiter 
in the mother animal and can be pre- 
vented by feeding iodized common 
salt. 


A. M. LYDERS has purchased the 
Fort Dodge Feed Mill, Fort Dodge, 
Iowa. 


vot 


U M E ii} 


PRODUCTION 


The choicest ingredients mm 


for Purina Chows are 
Ith selected from all over 
the world. The Purina 

Mills buy not in car- . 
mT loads, but in trainloads. aut 


Page Eighteen 


ut 


Trained Employees Sell 
More Feeds 


(Continued from Page Se, enteen) 
tomer asks for. Live merchants see 
their biggest opportunity selling 
the feeder the thing that is going 
to make him the most money. ‘That 
warchouseman is in an ideal position 
to sell the customer that thing which 
will make him the most money—if he 
knows something about the feed and 
has a grasp of the simple fundamen- 
tals of selling. 

How to Train Employees 

By far the best form of training for 
a dealer employee is such as that given 
in a week's field school, fifty of which 
were held by one feed manufacturer 
last year. Probably the next best form 
of training is by means of correspond- 
ence courses ofiered by a number of 
feed manufacturers. These courses 
are built directly to meet the needs of 
the average clerk in the retail feed 
siore. 

Hold Store Meetings 

A third way to train employees for 
more effective service is by means of 
store meetings. Some dealers hold 
such meetings one evening each month, 
in some cases meeting for a light meal 
at a hotel or restaurant. Frequently, 
the salesman for the manufacturer of 
the line of feed handled is invited to 
attend the meeting and to speak to the 
employees on some phase of feed mer- 
chandising. 

An often overlooked method of em- 
ployee training is that of the millers 
advertising literature. Into the vari- 
ous advertisements issued by a feed 
mill are put the latest sales informa- 
tion and the best of all sales argu- 
ments. A number of feed manufac- 
turers also issue regular dealer maga- 
zines filled with the latest merchan- 
dising ideas. All this literature should 
be passed around to the employees. 
In fact, feed dealers should insist that 
the employees read this material and 
so inform themselves about the line. 

The final enswer to the value of 
trained employees is in results. In a 
recent check-up of 200 dealers who had 
got substantial tonnage increases over 
the previous year, one manufacturer 
discovered that 150 had representatives 
at field trade schools, and that of the 
remaining 50, a large number had 
taken correspondence courses. This is 
the day of specialized knowledge. 
Those feed dealers who get this 
knowledge and see that their employees 
get it, are the ones who are making 
the money. 
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Eastern Feed Trade Will Rally 
For Buttalo Convention 


M. F. Cohn Heads Large Committee Arranging Entertainment Features 
Secretary Stannard Predicts Meeting Will Attract Record Attendance 


HE 12th annual convention of 
the Eastern Federation of Feed 


Merchants, which will be held ~ 


at Buffalo, N. Y., June 27 and 28, is 
expected to break all records for at- 
tendance, according to the members of 
the committee arranging the program. 

M. F. Cohn, president of the Sunset 
Feed and Grain Co., is chairman of the 
Buffalo convention committee and 
promises that the only feed men who 
will be disappointed are the ones who 
stay at home. “This is going to be a 
whirlwind convention from start to 
finish,” he predicts. “All the members 
cf the Buffalo trade are joining to 
make this event! one that will long be 
remembered by the visitors. I strong- 
ly urge every retail feed merchant to 
drop his business cares for a few days 
and come with his family to enjoy 
and benefit from one of the most com- 
plete programs I have ever seen.” 

Committee Aids Cohn 

Associated with Mr. Cohn is the fol- 
lowing committee: 

M. C. Burns, of the Traders’ Feed 
& Grain Co., chairman of the enter- 
tainment committee. 

E. W. Mitchell, Consolidated Feed 
and Grain Co., chairman of transpor- 
tation committee. 

C. C. Lewis, Lewis Grain Corp., 
chairman finance committee. 

Harold Tweeden, Cargill Grain 
Corp., chairman bridge committee. 

George E. Pierce, Western Elevator 
Association, chairman golf committee. 

Most of these men have served on 
the committee in other years and are 
determined to make this season’s pro- 
gram entirely novel and productive of 
larger profits in the retail field. Rep- 
resentatives from many of the Buffalo 
grain and feed concerns and associa- 
tions will be members of the reception 
committee and will assist the chairman 
of the executive committee in arrang- 
ing and carrying out their parts of the 
program. 

Secretary Stannard Jubilant 

“Tt certainly looks as though the 
eastern merchants will turn out almost 
100 per cent this year,” jubilantly ex- 
claimed Secretary W. A. Stannard, Al- 
bany, N. Y., as he looked over the 
early reservation lists. “And why not? 


The program which has been arranged 
will afford them one of the finest va- 
cation treats and the business sessions 
are chock full of business-getting- 
ideas. What an opportunity this will 


offer to confer on the trade problems 
that we are facing. 


I am sure the at- 


W. A. Stannard, Albany, N. Y., sec- 
retary of the Eastern of 
Feed Merchants, will be the feature 
speaker at the Milwaukee convention 
of the Central Retail Feed Association, 
June 12 and 13. 

tendance will far exceed that of other 

years and we are planning on being 

hosts to more than 100 ladies.” 

The convention committees and fed- 
eration officers will hold a conference 
on the evening of June 26, at which 
time a final check will be made of the 
program and last minute details at- 
tended to. Immediately following, the 
directors and officers will hold an ex- 
ecutive meeting to consider complaints, 
suggestions and business matters to be 
brought before the delegates on the 
following day. 

The convention will be officially 
called to order on June 27 at 9:30 a. 
m. with President W. Sanford Van 
Derzee, Albany, N. Y., presiding. One 
hour earlier the registration and in- 
formation desks will be opened so that 
every one may wear the attractive con- 
vention badge and reach his place in 
the convention hall at the Hotel Stat- 
ler before Mr. Van Derzee opens the 


THE FEED BAG—JUNE, 1928 


meeting. 

The ladies will join the men for the 
opening session when they will be of- 
ficially welcomed to the city of Buffalo 
and the plans for the two-day conclave 
explained. At ten o’clock they will be 
guests of the committee for a sight- 
seeing trip. Hostessesi from the vari- 
ous mills will be in charge to make 
sure that everyone becomes acquainted 
with the interesting places in and 
around, Buffalo. There are sure to be 
some surprises in store for the ladies 
during the trip. 

When the business meeting is called 
to order and the special convention 
committees appointed, President Van 
Derzee will give his report showing 
the accomplishments of the past year 
and his recommendations for the fu- 
ture. Much of the routine business of 
the federation is handled by the exec- 
utive committee and the board of di- 
rectors and is seldom known to the 
members except as reported at the an- 
nual meeting. 

Non-Members Invited 

“This has been a difficult year for 
the federation,’ Mr. Van  Derzee 
stated. “We have been called upon to 
iron out many business wrinkles, to 
settle complaints and to make an ex- 
tra effort to enlarge our membership 
in, order to finance our expanded pro- 
gram. Now we look ahead to an even 
greater program, which I shall outline 
at the convention, aimed to keep the 
retail feed business on an even keel 
during this period of transition. It is 
no easy task that confronts us and I 
hope that we shall have the benefit of 
meeting and hearing from every pro- 
gressive retail feed merchant in the 
eastern states. While we believe each 
retailer should be a member of our or- 
ganization, yet we will welcome those 
who are not members. I personally 
and officially for the federation invite 
every feed merchant to attend this 12th 
ennual convention.” 

Emory L. Cocke, of Atlanta, Ga., 
will make a flying trip to Buffalo to 
give an illustrated lecture on “The 
Manufacture of Cottonseed Meal and 
a Description of Grades”. Cotton 
plants which have been raised by the 
Georgia State Agricultural College es- 
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pecially for this convention, will be 


exhibited and every process in the 
manufacture of the meal will be shown 
by pictures. Retail merchants will have 
a clearer understanding of one of their 
important products after listening to 
this important and interesting presen- 
tation by. Mr. Cocke. 

Local Associations Represented 

Speakers representing ten or more 
of the local feed associations in the 
eastern section will give brief reports. 
Some of these associations have been 
very active in bringing together the 
merchants of a county or group of 
nearby towns and cemented business 
friendship so that outside competition 
has found it impossible to make any 
headway. There has been a notable 
increase in the number of these or- 


ganizations which favor a cash basis 
of handling business and_ individual 
members who have made changes in 
the systems ef handling credits will 
give some interesting information. 

Promptly at 12:30 the session will 
adjourn for lunch in order to be ready 
to inspect the mills and elevators dur- 
ing the afternoon. Practically all of 
the great grain plants will hold open 
house to their customers and friends. 
At two p. m. busses or autos will be 
at the hotel to take the delegates to the 
mills where every process in the mak- 
ing of feed or handling of grain. will 
be shown. Each year new improve- 
ments are made in the mills so that 
even those who saw plants a year ago 
will find much to interest them. 

Mr. Cohn, committee chairman, sug- 


SUCARLO HOC FEED 


For Better Pork 


every stands the INSTITUTION 


asa FULL GUARANTEE 


back for more. 


Minneapolis, Minnesota 


INTERNATIONAL Feeds are guaranteed to produce 
**better results at lower cost.’’ This guarantee is backed 
by a million dollar company which has been making 
scientifically balanced feeds for twenty years. 

You can sell these guaranteed feeds with more con- 
fidence—your customers buy with confidence, and come 


The story of International Guaranteed Feeds is being 


told through farm papers and by radio to feeders in the 
Middle West and Northwest. 


Ask an International Man or write for dealer proposition. 


INTERNATIONAL Sugar Feed Co. 


INTERNATIONAL 


SUGARED FEEDS For GREATER PROFITS 


Memphis, Tennessee 
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gests that “every retail merchant 
should have an intimate knowledge of 
the methods used in, the producing and 
handling of grain and feed. He will 
be better able to sell his goods if he 
has seen them made. He can tell his 
customers a mighty graphic story that 
will impress them with the extreme 
care that is taken to protect their in- 
terests. If nothing else were offered 
to the delegates than a trip through 
the great plants, they would be well 
repaid for their attendance at the con- 
vention.” 

At seven p. m., the annual banquet 
will be served in the gorgeous banquet 
room of the Statler Hotel. An orches- 
tra will play during the meal and a 
song leader will take charge between 
courses. The ladies will have special 
tables in the center of the hall. Speech- 
es will be brief at the banquet, as a 
snappy vaudeville show has been ar- 
ranged. There will be a varied pro- 
gram of fun, foolishness and melody, 
according to the announcement of the 
committee. Several men prominent in 
the trade will be guests at the ban- 
quet and delegates will have an oppor- 
tunity to meet them at the close of 
the entertainment. 

The second business session of the 
convention will open at nine o'clock 
on the second morning. Three subjects 
are slated for discussion as follows: 

1. Is a Strictly Cash Basis Possible 
in the Feed Business? 

2. The Radio as a Business Builder. 

3. The Actual Cost of Mixing and 
Grinding Feeds. 

A complete report of the radio broad- 
casting being done by the federation 
will be given by Secretary Stannard. 
The talks have produced results far 
ahead of the most enthusiastic expec- 
tations and definite suggestions for us- 
ing the talks to produce more business 
by individual merchants will be given. 

Struven to Show Movie 

Charles M. Struven, of Baltimore, 
Md., is arranging for the showing of a 
moving picture entitled “Ham and 
Eggs from the Ocean.” The film shows 
the methods of catching fish and man- 
ufacturing fish meal for feeding pur- 
poses and will be of interest to retail 
merchants. 

While the men are in session the 
ladies will enjoy a brief shopping trip 
terminating in a bus trip to the famous 
Meadowbrook Golf & Country Club, 
at Clarence, N. Y., where luncheon 
will be ready for them. In the after- 
noon the men will join them at the 
club where a golf tourney will be 
staged. Other events will be ar- 
ranged for those who do not care for 
golf. 


4 ‘ 
| 
4] 
| 


Direct Selling Gets New Business 
Keeps Store Force Busy 


Dealer Should Spend Part Of His Time On Road Or Employ Salesmen 
Idling Time Away Waiting For Trade Often Proves Fatal To Profits 


OO many feed dealers seem con- 

tent to wait patiently for busi- 

ness to come their way. This 

type of fellow assumes that he will 

get his share of the purchases in his 
territory. 

The direct salesman goes out and 
solicits orders, and he gets the busi- 
ness in spite of hard times and com- 
petition. The feed dealer could use 
the same tactics with profitable re- 
sults. Even in “one man” businesses, 
the owner could arrange to spend five 
days each week at his regular work 
and one day on the road seeking busi- 
ness. This plan will do away with the 
slow sales program. 

Aggressive Salesmanship Necessary 

During good times, it may be all 
right to be satisfied with what you call 
your share of the business in your 
district. But when hard times come, 
you must try to get every dollar’s 
worth of trade that you possibly can 
if you are to stay on top and make a 
profit. Other industries have found 
that a direct salesman or two will 
bring in the orders when simply wait- 
ing for trade to come in proves fatal 
to profits. It is only natural, then, 
to expect that the feed business could 
be improved by the use of similar 
methods. 

Every community has a few inde- 
pendent salesmen who would do such 
work on a commission basis. The 
dealer can best decide for himself how 
much of the time to keep the salesman 
out in the territory getting orders. If 
he can, in two days a week get enough 
orders to keep your force working at 
about average speed, then that is the 
proper length of time for which to hire 
him. A little experimenting will show 
you just how long the salesman should 
be kept on the road. The larger busi- 
nesses may even need two or more di- 
rect salesmen selling full time in order 
to keep the men and machinery work- 
ing at full capacity. 

Pay on Commission Basis 

The men would sell on straight com- 
mission, so you cannot possibly lose 
money through this method. If they 
make no sale, they get no commission. 
As most direct salesmen work on this 
basis, vou will have no trouble in get- 


ting a man to solicit orders through 


_the surrounding territory. Or, if you 


can arrange your work to let you have 
a day or two a week on the road, you 
may save this commissicn by calling 
on customers and prospects yourself. 

Direct selling is the most efficient 
of modern methods of getting orders. 
Sitting idly by and waiting for trade 
to show up is no longer in style. Other 
business men are going out and ask- 
ing for the business, but many feed 
dealers have been content with what 
trade people bring to them. 

There is a feed dealer who runs his 
delivery truck past the farm of a friend 
several times a week. Many times he 


would get an order for various items 
ii he would stop for a few minutes 
and ask if there was anything needed. 
But up to the present time he has 
never done so, and the farmer must 
go to him when he wishes to buy. Of 
course, this farmer is not particular 
whether he buys everything from this 
one dealer. But if he had a certain day 
each week when he would call to see 
what was wanted, we know our friend 
would be glad to give the dealer all 
his business. Other customers, too, 
would like to deal with 2 direct sales- 
man who would call regularly, take or- 
ders, and look after the delivering and 
collecting. 


Mutual Millers Spring Meeting 
Held In Waterford, Pa. 


HE spring meeting of the Mu- 

tual Millers’ and Feed Dealers’ 

Association, which is usually 

held during May was delayed until 

June 1 when a large number of the 

members attended a lively session at 
Waterford, Pa. 

During the past few months the of- 


Northern New York 
Dealers Meet 


There was a 100 per cent attendance 
ot the members of the Northern New 
York Feed Dealers’ Association at Wa- 
tertown, N. Y., May 23. F. M. 
Stearns, president, presided and reports 
of committees showed that practically 
all of the feed merchants of the sec- 
tion have been enrolled as members. 


Secretary W. I. Rice reported that 
the members found business improved 
and the outlook good. A special sur- 
vey is being made to develop a sys- 
tem of cash discounts that may be 
adopted by the members with a view 
to eliminating long term credits. 

A large delegation from the associa- 
tion is planning to attend the conven- 
tion of the Eastern Federation to be 
held at Buffalo, June 27 and 28, and 
one or more of the officers will give 
brief reports. 
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ficers have made a personal canvass of 
the feed merchants in the section 
served by the association and more 
than 20 have been added to the roll. 
Most of these new members attended 
the Waterford meeting for the first 
time and enthusiastically pledged their 
support to the program outlined by 
President E. B. Dunbar. 

An interesting and lively discussion 
on the cash basis of doing business and 
more restricted credits occupied most 
of the business period. 

It was planned to widen the net for 
new members so that not a retail mer- 
chant in the section shall escape. Mr. 
Dunbar said, “It is unfortunate that 
the officers and more interested mem- 
bers should be compelled to spend 
their time to personally solicit the 
membership of the live-wire merchants 
we have in our territory. They should 
send in the check for dues and roll up 
their sleeves to help put over the pro- 
gram we are planning. I hope that 
every member here will make it his 
particular obligation to bring his 
neighbor merchants into our ranks.” 

Plans were made for bringing a large 
number of the members to Buffalo 
during the convention of the Eastern 
Federation of Feed Merchants, June 
27 and 28. 
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PLANKINTON HOTEL MILWAUKEE 


CONVENTION HEADQUARTERS 


_ CENTRAL RETAIL FEED ASSOCIATION 


wail Coffee Shop 
SKY ROOM Quality Foods 
CAFE Reasonable Prices 


Nationally known 50c Luncheon 


i for Quality Food 85c Dinner 
Rooms with Bath Toastie 
$2.50 and up 
= Shop 


Garage and Parking KEENAN HOTEL SYSTEM (11 A. M. to 7 P. M. 
Station Adjacent WALDORF HOTEL, Toledo, Ohio tol A.M. 


‘ KEENAN and ANTHONY HOTELS 
Fort Wayne, Indiana 
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Competition, Service, Cash Selling 
Discussed By Wausau Group 


Third Regular Meeting Of District Dealers’ Club Draws Record Attendance 
Members, Outside Speakers Contribute To Program; Next Meeting At Tomahawk 


HE third regular meeting of the 
Wausau District Dealers’ Club 


of the Central Retail Feed As- | 


sociation was held at Stevens Point, 
Wis., Friday afternoon and evening, 
May 18. Chairman A. J. Kujawa, The 
Kujawa Co., Rudolph, Wis., called the 
afternoon session together for informal 
talks and discussions at 3:30 o’clock. 
D. W. McKercher, McKercher Mill- 
ing Co., Wisconsin Rapids, Wis., di- 
rector and past president of the asso- 
ciation, told about the discussions held 
at recent district meetings at Beaver 
Dam, Wis., and Elgin, Ill. (Reports 
of these meetings are published on an- 
other page of this issue of The Feed 
Bag.) 

Theodore Boecker, feed and grain 
dealer at Naperville, Ill., told some- 
thing of his experiences as a third gen- 
eration of his family in business at his 
station. 

Large Country Shippers 

“We ship about 100 cars of grain, 
wheat and barley, each year,” Mr. 
Boecker said, “and sell locally all the 
corn and oats which we buy. Since 
the first of this year we also bought 
about 12 cars of corn to sell for feed- 
ing purposes and about 20 cars of 
commercial and single protein feéds. 

“Feed dealers, we believe, should of- 
fer special services to their customers 
and we try to do this in every way 
we can. For example, we have a man 
who culls poultry for our customers 
and since we have started this service 
we have increased our poultry feed 
business considerably. 

Some Illinois Troubles 

“One trouble in our territory is that 
many farmers change their specialties 
each year, feeding cows, poultry, hogs 
or steers in successive years. We do all 
we can to discourage this practice for 
we have found that by changing around 
like this, the farmers usually strike the 
bad years. A hog raiser, for example, if 
consistently in the business will aver- 
age seven good to three bad years, but 
the fellow who jumps in the hog busi- 
ness for one year will usually hit a 
bad one. 

“Our biggest problem is to get cash 
for the feed and grain we sell. Our 
farmers are getting $2.40 per hundred 
pounds for 3% per cent milk and this 


The happier we’ll be 


The happier we’ll be. 


The more we get together, together, together 
The more we get together 


For your friends are my friends 
And my friends are your friends 
The more we get together 


does not seem enough for them to feed 
properly at a profit. In order to help 
get the cash we sell feed on a cash 
basis at $1.00 a ton less than we do 
when purchase is put on the books. 
Manufactures Own Power 

“We have a 30-inch attrition mill 
and a Kenyon corn crusher powered 
by a 100 h. p. Anderscn semi-diesel 
engine. We bought this engine in 
1923 and find that it furnishes us much 
cheaper power than when we used elec- 
tricity. We charge 10 cents a hundred 
pounds for grinding in bulk and our 
income for grinding averages about 
$8,000.00 per year. Most of our grind- 
ing comes in bulk and we only have 
one man to operate our engine, eleva- 
tor, grinder and corn crusher. Our 
equipment is such that we never touch 
the grain or grist that we grind and 
we know we are making a good profit 
at our charge of 10 cents per hundred 
pounds. When sacking is required we 
charge two cents per hundred pounds 
additional.” 

Other speakers during the afternoon 
included C. S. Dernbach, Wausau, 
Wis., who told that he was very suc- 
cessful in getting notes for feed sold 
on credit instead of putting the charges 
on his books; A. J. Kujawa, who ex- 
plained how he and Frank Miller, of 
the Rudolph Mercantile Co.,-put Ru- 
dolph on a cash basis, and David K. 
Steenbergh, managing editor of The 
Feed Bag and secretary of the asso- 
ciation, who explained plans for the 
Central Retail Feed Association con- 
vention to be held at Milwaukee, June 
12 and 13. 

Hardware Secretary Talks 

B. Christenson, secretary of the Wis- 
consin Retail Hardwaremen’s Associa- 
tion, was the principal speaker at the 
evening session which followed din- 
ner at the Hotel Whiting. 
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“There were 123,000 firms failed in 
the United States during the last six 
years, all due to the new competition,” 
Mr. Christenson said. “If two com- 
petitors happened to find themselves in 
the same room, in the old days, it was 
considered bad business for more than 
one to leave unassisted. Today, we 
all get together as often as we can 
just as we are now and talk business. 

“Our greatest competition is not 
from our competitors or from our in- 
dustry but from without. It is due 
te distributive pressure for there are 
more goods to be sold than there are 
outlets for the same. Every business 
man is striving to get his share of the 
same dollar. This competition which 
we think of largely as between business 
firms extends to competition between 
products. Among fruits, for example, 
we have strawberries, oranges, grape 
fruit and prunes fighting for a place 
on the breakfast table. Among cloths, 
we have silk, cotton and rayon fight- 
ing to be purchased for some lady’s 
dress. 

What’s Ahead for Retailers 


“We talk about the business that 
the chain stores are getting and some 
people say that soon there wiil be no 
place for the independent retailer. The 
trouble is that we think too much in 
the future. Not long ago we used to 
say the canvasser was doomed but, to- 
day, the canvasser, selling from house 
to house, is doing more business than 
ever. If thinking of death would kill, 
the independent retailer should have 
been gone long ago. 

“But this is a large country and 
there is room for all types of distribu- 
tion. The thought that we should 
carry with us is that: No form of dis- 
tribution is doomed so long as it can 
perform its functions economically. 
Let us then as retailers, as feed deal- 
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E. S. 
Woodworth 
& Co. 


MINNEAPOLIS, MINN. 


Offer a complete 
line of 


Millfeeds 


either straight 
or mixed 
cars 


Large warehouse facili- 
ties and complete 
stocks insure prompt 

shipment. 


Grain 


We offer: 


Oats, 
Corn, 
Rye, 
Barley 
and Chicken Wheat 


Write, wire or phone 


ATLANTIC 4593 
FOR PRICES 


Try Us. 


You will like our service 
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ers, strive to become more efficient 
each day performing our functions so 
economically that nobody can come in 
and take our business away.” 

Miss C. M. Rozika, secretary of the 
Concentrate Products Co., Chicago, 
lll., explained some of the recent pro- 
gress in mineral feeding. She also des- 
cribed some of the work of the Poul- 
try Research Society of America, and 
experiences on dairy and poultry trains 
operated by various railroads. 

Feed Business in California 

F. Kern, Sparta Produce Exchange, 
Sparta, Wis., director of the associa- 
tion, who recently returned from four 
months in California, described the 
feed business in California. He said it 
was entirely different from the type 
of business done in Wisconsin. “Every 
farmer is not a dairyman in southern 
California,” he said, “but the farmers 
who are in the dairying business are in 
it on a large scale and have from 50 
to 2,500 cows. This type of dairyman 
buys his feed direct and the only busi- 
ness left for the feed dealer is with 
the poultrymen and rabbit raisers. 

“The poultry business is conducted 
on such a large scale that poultry firms 
operate routes, buying the farmers’ 
poultry and eggs in much the same 
Way as we operate milk routes in Wis- 


consin. The same man who buys the 


poultry often brings out feed to sell 
to the farmers, sc the feed business 
is split among many people. The ma- 
jority of the feed dealers are so tied 
up that the mill supplying them sets 
the price, allowing, however, a very 
liberal commission. One dealer, for 
example, was making $5.45 above the 
market on a ton of middlings as com- 
pared with the usual margin of $3.00 
here.” 


Next Meeting at Tomahawk 


Other speakers and discussion lead- 
ers included Mr. McKercher, Mr. 
Steenbergh, H. H. Humphrey, North- 
ern Milling Co., Wausau, Wis. and H. 
A. Atcherson, H. A. and R. M. At- 
cherson, Tomahawk, Wis. Mr. At- 
cherson invited the club to hold its 
next meeting at Tomahawk, suggesting 
that it be in the nature of a summer 
outing for both the dealers and their 
families. On motion, the club acted 
favorably on this suggestion and 
elected Mr. Atcherson chairman, and 
Robert Whipple, of Art A. Searl Co.. 
Tomahawk, as secretary, to make ar- 
rangements for the next meeting. It 
was suggested that the date of the 
next meeting be set during the latter 
part of July. 

The meeting was one of the most 
successful held in Wisconsin. 


Rush Shipments 


CHICK FEEDS 


can be made by us on short notice. 


Your customers expect you to carry 
feeds they need. Get them from us by 


the sack or carload. 


i . No better quality at any price. 
Get our samples and prices. 
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NEW RICHMOND ROLLER MILLS 


NEW RICHMOND, WISCONSIN 
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Increase In Commercial Feed Volume 
Reported By President Suits 


Chick Feeds Are Only Items Not Generally Reported In Increased Demand 
Urges Manufacturers To Study Needs Of Animals In Compounding Rations 


By W. E. Suits 


Address Delivered at West Baden, May 24 


HIS being the fifth or sixth con- 

vention of association 

which I have addressed, I be- 
lieve I have told you more than once 
everything that I know pertaining to 
the feed business. Having about ex- 
hausted by ammunition I shall make 
a virtue out of necessity and cut down 
my remarks on this occasion to a very 
brief limit. 

One of the things which always ex- 
cites our curiosity is—how is the other 
fellow’s business? We probably get 
more “kick” out of the answer to this 
question than from any other. Just 
between you and me, is this not one 
of the big reasons we are here? 

Business Volume Investigated 


Hoping that some information on 
this score might hold interest until the 
next speaker begins, I wrote about 20 
of the largest feed manufacturers for 
some comparisons in recent volume 
with that of earlier periods. The re- 
sponses were very gratifying and suf- 
ficiently exhaustive to give an excel- 
lent cross section view of the condi- 
tion of our industry on the crop year 
of 1927. The answers to my inquiries 
show that the general mixed feed 
volume since the beginning of last 
fall has been much better than in re- 
cent corresponding periods. The 
scratch grains and egg mash sales have 
been about normal. The chick mashes 
and chick grains business has been 
somewhat below par. 

An explanation of this situation on 
the feeds for chicks seems to be that 
poultry keepers are not satisfied with 
the returns they are getting for their 
products and in view of the more than 
usually high prices of poultry feeds, 
they are taking the short-sighted policy 
of not replacing and re-enforcing their 
flocks as much as they should this 
spring. This, if true, will result in a 
smaller poultry supply next fall and 
winter and much higher values for 
poultry and eggs at that time. It is 
not too late for poultrymen to revise 
their attitude and build up their flocks 
in anticipation of the demand at better 
prices next fall and winter. 

There has been an unusually good 


demand for other kinds of mixed feeds 
for the last seven or eight months. 
This is primarily due to the poor qual- 
ity and short volume crops of feeding 
grains last fall. Corn and oats were 
both way below par in both quality 
and quantity in both 1926 and 1927. 
The oats crop of last year was the 
poorest in quality which we have had 
in twenty years. I make this statement 
on the authority of the man who is re- 
sponsible for the grain purchases of a 
large oatmeal company. 

Another factor that affected the feed 
business was an unexpected shortage 
in both Northwestern United States 
and Canadian screenings, amounting to 
fully 50,000 tons. Rust was very pre- 
valent last spring and summer in the 
fields of small grains and one of the 
theories I have heard offered is that 
the rust affected the weeds in the 
fields more than it did the grain, pos- 
sibly because the weeds matured ear- 
lier than the grains. Another reason 
for shortage in screenings might be 
that the combined harvester and 
thresher, which is coming so freely 
into use, simply takes off the heads of 
the grain with a small part of the stalk 
and does not catch the shorter stemmed 
weeds. At any rate, the small grains 
were much freer from dockage in 1927 
than ordinarily. 

The wheat flour milling on the 1927 
crop over a period of six months, be- 
ginning October 1 only showed a var- 
iation of 15,000 barrels as compared 
with the corresponding period a year 
earlier. This is about 15 minutes out- 
put of the combined milling capacity 
of the country. So, you wik see that 
the flour mills did not in any way 
make up for the feed shortage. Stan- 
dard bran and middlings worked up 
as high as $42.50 per ton Chicago rate. 
Cottonseed cake and meal has also 
been very scarce and has reached prac- 
tically war time prices. 

Responsibility of Manufacturer 

Under these conditions a great re- 
sponsibility has fallen upon the mixed 
feed manufacturers, and the efficiency 
of their organizations in meeting the 
emergency has been splendidly dem- 
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onstrated. If there was any doubt in 
recent years about the essential char- 
acter of this business, it certainly 
should have been removed by the ex- 
perience of the last nine months. Had 
we not been prepared to supply an al- 
most unlimited demand for live stock 
and poultry feeds, there would have 
been considerable suffering from lack 
of feeding materials of grain origin. 

Many features impress me of a stea- 
dily growing dependence upon the 
commercial mixed feed manufacturer. 
This shortage of grain in the last few 
years is not due merely to climatic 
conditions. There is undoubtedly a 
steady depletion of the soil in the cen- 
tral states of the Mississippi valley, 
where most of our grain is produced. 
Not only is the fertility of the soil dis- 
appearing through constant cropping 
for more than 75 years, but the soil 
itself is disappearing. I presume you 
know that the Mississippi and other 
rivers and gathering from their tribu- 
taries and carrying out into the sea 
every year about 13 million acres of 
soil. H. H. Bennett, United States 
Lepartment of Agriculture, has studied 
our nation’s soil for 24 years and gives 
his opinion as follows: 


Soil Erosion Problem 


“Soil erosion is the most formidable 
problem confronting the farmers in 
the United States over a great part of 
its agricultural lands. On a minimum 
estimate, erosion takes from the soil 
annually more than 20 times as much 
of the elements of fertility as is re- 
moved by the crops. The plant nutri- 
ents taken from the soil could not be 
replaced for $2,000,000,000 a year, tak- 
ing commercial fertilizers at their re- 
cent lowest selling price.” 

Mr. Arthur J. Mason, in the April, 
1927, issue of the Philadelphia Farm 
Journal, reports tests which he made 
recently along the right of way of the 
Illinois Central railroad. Inside the 
fence line of the right of way, which 
carried no additional soil accumulated 
from the railroad construction work, 
the sod remained as it had been for at 
least 60 years. Boring into this sod, 
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he found the black soil 17 inches thick, 
and in an adjacent farm 30 feet away 
from the first hole, where cultivation 
had been carried on for at least 50 
years, the soil was but nine inches 
thick. I know Mr. Mason personally 
and we can rely upon his statement 
of a fact about which we are all more 
or less conversant, namely that the 
top soil of the mid-western states is 
washing away at an alarming rate. 
Importance of Minerals 

Now, I am not going to ask you to 
worry about the solution of this prob- 
lem of soil erosion, soil depletion, or 
soil restoration. These are matters for 
the agremomist, the producer of ter- 
tilizer, and those who are studying the 
question of reforestation and flood con- 
trol. When I realize that the people 
of North Germany, Holland and parts 
of Denmark made great food produc- 
ing areas out of what had been sand 
dunes, I take a hopeful view of the 
ability of our race to look out for its 
food supply. But in the meantime, 
much of the natural grain feeds are 
deficient in some of the essential quali- 
ties because the soil from which they 
are grown is deficient. 

During the past three years there 
has been a great deal of complaint by 
produce people because the chickens 


they buy for packing purposes are de- 
bilitated and grow sick and weak in 
confinement. A few years ago the 
milk fed chicken stations made a prac- 
tice of heavily feeding chickens, super- 
finishing rations for ten days to get 
them in good flesh and prime condi- 
tion before dressing. I have heard 
many reports latterly that the feeding 
period has necessarily been shortened 
three or four days. <A poultry scien- 
tist advances the theory that certain 
essential mineral elements lacking in 
the soil do not get into the grain and 
are not secured by the chickens. 
Opportunity for Service 

You will see from this outline just 
where we manufacturers of balanced 
rations for live stock and poultry can 
serve a purpose of the first magnitude. 
It is for us to constantly study what 
these animals need and see that it is 
properly incorporated in our rations. 
That is what we are aiming to do to- 
day, but we are learning new things 
every year which enables us to make 
these feeds more scientifically and 
more beneficial. 

When I look over the facilities of a 
modern-up-to-date feed manufacturing 
institution and compare them with the 
facilities for mixing rations on the barn 
floor or the local feed store, I am 


amazed that there is not a better re- 
cognition of the contrast. The modern 
feed manufacturing institution has the 
benefit of all the scientific information 
secured in the last hundred years by 
the schools and the private investiga- 
tors. They have the financial ability 
and storage facilities for assembling 
feed materials and the very latest 
mechanical equipment for accurately 
blending them in just the right pro- 
portions. They are able to use in- 
gredients which are not available to 
the average farmer, and certain things 
which are only of seasonal supply can 
be best taken care of in» a manufac- 
turing institution of this kind. Unfor- 
tunately, many of the educators in ag- 
riculture fail to realize the importance 
of these points. 

The investment of feed manufactur- 
ers today runs into many millions of 
dollars and it is one of the biggest buy- 
ers of grain and by-products in exis- 
tence. Its toll on the volume is ex- 
ceedingly narrow and its cost of pro- 
duction is reduced to a minimum 
through the use of power and highly 
developed machinery. The tonnage 
produced is not definitely known but 
from the information I possess I 
would estimate that it is around ten 
million tons annually. 


(Benzel Patent) 


Scratch Feed Mixer 


Self-contained, automatic,—once adjusted, takes care of itself. 
Self measures each of the several ingredients and then mixes them thoroughly, 
yet very gently. Produces Continuously. 


Expressly designed for blending grain mixtures such as hen size scratching feeds, 
developers for maturing birds, starting grains for little chicks, also pigeon feeds. 


European Branch: 64 MARK LANE, LONDON, ENG. 


SEE OUR CATALOG No. 115 


SILVER CREEK, N. Y. 


WES CO., INC. 
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Ohio Dealers’ Association To Meet 
~ At Lima, June 19, 20 


HEN the Ohio Grain Dealers’ 

Association holds its annual 

convention at the Elks’ Tem- 
ple, Lima, Ohio, June 19 and 20, it 
will begin its fiftieth year of service 
te the trade. 

W. W. Cummings, secretary, wants 
every Ohio dealer to attend the con- 
vention and to start the Golden anni- 
versary year with the good spirit 
that has prevailed in the organization 
during its half century of existence. 
Membership has been doubled in the 
past 11 months, according to Mr. Cum- 
mings, and all of the new as well as 
non-members are urged to be present. 

Ladies Are Welcome 

“Mark the dates in big numbers on 
the wall. Be sure to attend and to 
bring your wife or sweetheart with 
you,” Mr. Cummings invites. 

Sound, vital topics which are to be 
presented by well-known speakers and 
entertainment for both the dealers and 
their wives that will make all hearts 
glad are included on the program. The 
two days will be profitable and enjoy- 
able for all who attend. 

Steenbergh to Speak 

A broad field of problems in the feed 
and grain trade will be covered by the 
topics of the various speakers. Among 
those engaged and the messages they 
have for the dealers are Hon. Edward 
E. Turner, attorney general of Ohio, 
who will speak on the “Duties of Cit- 
izenship”; David K. Steenbergh, man- 
aging editor of The Feed Bag and 
secretary of the Central Retail Feed 
Association, who will talk on “Sell 
Feed, But Sell It For Cash”; L. E. Fos- 
ter, Ohio State University, who will 
speak on “Recent Tendencies in Busi- 
ness”; D. J. Schuh, secretary of the 
Cincinnati Board of Trade, who will 
explain “The Weighing Problem’; 
Charles Quinn, secretary of the Grain 
Dealers’ National Association, who 
will have a message of interest to all 
dealers; and N. J. Besley, Washing- 
ton, D. C., who is to present “Grain 
Grading Illustrations.” 

Added to this inclusive list will be 
informal discussions of modern prob- 
lems in the feed and grain business, 
among them trucking and feed grind- 
ing. 

Banquet Tuesday Evening 

The climax of the social activities of 
the convention will be the banquet and 
dance which is to be held on the even- 


ing of June 19. No doubt the event 
will be sunny for C. A. “Sunny” Sund- 
berg, Springfield, Ohio, will be the af- 
ter dinner speaker and will spread his 
rays of sunshine and good humor. The 
Red Birds, a snappy girls’ orchestra, 
will add zest to the entertainment of 
the evening. Following the banquet, 
the dealers and their wives and friends 
will drive to Lima Park where they 


will dance and enjoy other entertain- 


ment which will be provided. 

Meanwhile, Lima is completing ar- 
rangements to give the best of its hos- 
pitality to the visiting dealers and the 
officers and committees of the asso- 
ciation are planning for the most en- 
thusiastic meeting ever held. They 
know you'll be there with bells on— 
June 19 and 20. All aboard! 


Collective Buying Suggested 
For Dealer Consideration 


‘By Joe Free 
Feed Dealer at Columbus, Wis. 


‘‘W AM mailing here,’’ says Joe 
Free, feed dealer at Colum- 
bus, Wis., in a letter dated 
May 19, ‘‘an article for the 

next issue of The Feed Bag. I 
have planned thisarticle for the 
last two months. J. H. Vint, 
commissioner of markets, 
Madison, Wis., spoke along this 
same line at the Beaver Dam 
District Dealers’ Club meeting 
but, as he did not offer any 
suggestion as to the solution, 
I think this article will be in 
place and will encourage more 
members of the Central Retail 
Feed Association to attend the 
Milwaukee convention. 


The Feed Bag is glad to pub- 
lish this article for Mr. Free. 
Our columns are always open 
to any dealer who has any sub- 
ject to bring up for discussion. 
We accept no responsibility for 
and do not endorse material 
which is presented but are glad 
to have our columns used for 
the benefit of the feed industry. 


E all know that this age of 

ours is an age of combina- 

tions and consolidation o1 big 
business. 

The chain store system throughout 
the United States is one enterprise of 
that combinaticn. 

The progress of this modern way of 
distribution is remarkable. Statistics 
published recently show that 40 cents 
of the average consumer's dollar goes 
to the chain store combinations. 

Saving to Public 

The year 1927 was a very profitable 
year in net earnings for the chain 
stores, which reflected in high divi- 
dends to the stock investors in that 
sort of an enterprise. 
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The buying public is patronizing the 
chain stores not merely for curiosity 
but it is plain cents and dollars that 
counts. 

Through these channels of distribu- 
tion the consumer is saving approxi- 
mately from 5 per cent to 10 per cent 
on his dollar. 

The independent retailer, regardless 
of the business he is engaged in, is 
facing a very serious condition as to 
how to conduct his business success- 
fully with such a strong competition of 
mass buying and mass distribution. 

No Large Feed Store Chains 

The feed industry at present is still 
enjoying a wide open field, to a certain 
extent, being without chain feed store 
combinations. 

But the retail feed dealer should not 
lose sight of the possibilities of chain 
stores entering this field as in every 
other field of distribution. 

The feed dealer must be awake to 
this fact and show capacity to save 
this situation while it is not too late. 

And the only solution to this prob- 
lem is to follow the methods of the 
chain stores organizations by establish- 
ing collective buying. 

Suggests Collective Buying 

The retail feed dealers should orga- 
nize some agency to buy their various 
feed. supplies collectively. 

This can be accomplished, either by 
a direct organized committee, repre- 
senting the feed dealers organization 
or by an independent agency. 

Through collective buying methods 
feed dealers could buy more direct, 
eliminating the high priced traveling 
salesman for the feed manufacturer. 
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Mention The Feed Bag When Writing Advertisers 


ALL-PURPOSE 

Jacobson “A JACS" TYPE 

Feed Grinder 

Pulverizes grains, ear or snapped corn, 

roughage, and other materials into soft 

cool stock. Requires less H. P. but 

grinds more feed. 
Write for full particulars. 
A. E. Jacobson Machine Works, Inc. 
1090 TENTH AVE. S. E. 
MINNEAPOLIS, MINN. 
_| 
+ WHEAT  +£;SSCREENINGS “CORN 
wt 
es co 
Hiawatha Grain Company 
+0 MINNEAPOLIS, MINN. me 
ms 
4 (We Own And Operate A Mill And Elevator) * 
- SPECIALIZING IN ALL TYPES OF SCREENINGS + 
(GROUND AND UNGROUND) at 
+ Get Our Samples and Prices me 
STRAIGHT CARS MIXED CARS 
= MILL FEEDS GROUND FEEDS OILMEAL [ 
EEE EEE EEE EEE EE EEE EEE 
++ 
++ Since 1885—44 years and ++ 
No-Milk Calf Food 
ded 
is still the Leader. 
he We have over 350 dealers in Wisconsin ++ 
tt selling our Product and some of them + 
t+ over 41 Years. Their repeat orders t+ 
zz each year is the best recommendation =F 
<3 we know of for No-Milk Calf Food. " ++ 
t= ARE YOU ONE OF THEM ; = 
+ FOR PRICES WRITE ++ 
National Food Company 
++ D.R. MIHILLS, Mgr. Fond du Lac, ‘Wis. 
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MODERN WATERPOWER MILLS 


MINNEAPOLIS 


MINN. 


CANNO 


This would result in good savings on 
their buyings and also cut their stock 
investments, which naturally would 
reflect on their selling price. 

If this can be successfully accom- 
plished then it would surely strengthen 
the ranks of the retail feed dealers’ 
organizations and the different minor 


. problems of the retail feed dealer would 


be solved. 
Would Stop Other Evils 

There would not be much of a 
chance for unfair competition of the 
different present evils, like box car 
peddling, direct selling and some other 
cut throat practices. 
_ This should be the main issue for 
the Central Retail Feed Association 
convention, June 12 and 13, at Milwau- 
kee, Wis. 


McVILLE EQUITY ELEVATOR 
CO., McVille, N. D., is rebuilding its 
elevator which was destroyed by fire 
last winter. 


The Dairy Cow 


Requires Rich, 
Milk-making 
Feeds 

Our Western Alfalfa 
Meal is a depend- 
able healthful dairy 
feed. Uniform in 
texture and color. 


Contains no excess 
moisture. 


Alfalfa Meal 


May be fed without 
waste. Contributes 
value to the ration 


—and Cows 
like it. 


Write or Wire Us For Quotations 


The Denver Alfalfa 
Milling & Products Co. 


Pierce Bldg., 
ST. LOUIS, MO. 


LAMAR, COLO. 


N VALLEY MILLING CO. 


FARMERS CHOICE SWEET DA/RY RATION 
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Commercial Brand Wins Customers 
For Well Informed Dealer 


E. E. Whitney, Michigan, Profits By Telling Farmers Correct Way To Feed 


Gives Patrons Benefit Of Ideas Learned From Manufacturers’ Literature 


S. MITCHELL, breeder and 
shipper of thoroughbred 
poultry, had been mixing his 

own ration for his laying hens. He 
was at the Bloomingdale Milling Co. 
warehouse, Bloomingdale, Mich., to get 
ingredients with which to make more 
of his home mixture. 

It happened this time that E. E. 
Whitney, proprietor of the Blooming- 
dale Milling Co. was completely sold 
out of one of the ingredients which 
Mr. Mitchell wished to use. 
sented a problem. 

Suggests Commercial Mash 

“Here’s a laying mash all mixed for 
you, Mr. Mitchell,” suggested Mr. 
Whitney. “It has all the ingredients 
necessary and they are properly mixed. 
Only the finest quality of feeds are 
used in making this mash, and I guar- 
antee it to give you good results. I 
know it is right because the people 
who make it are reliable and they guar- 
antee it.” 

“Well,” said Mr. Mitchell, “I’ve al- 
ways thought that commercial mashes 
didn’t pay because they cost too much.” 

“Try this,” said Mr. Whitney, “and 
use it with this good scratch feed made 
by the same firm and you will be con- 
vinced.” 

So Mr. Mitchell drove his truck up 
to the platform to load on a half ton 
of mash. While the assistant was load- 
ing the truck, Mr. Whitney continued 
to talk with his friend Bill Mitchell. 

Offers Feeding Suggestions 

“Now, Bill,” Mr. Whitney was say- 
ing, “when you start feeding this mash 
and scratch, be sure to feed it right. 
Feed about eight or nine pounds of 
scratch to every 100 birds each day. 
Don’t feed much in the morning but 
feed most of it in the evening along 
toward five o’clock. Keep them after 
the mash all day. That’s what makes 
the eggs.” 

Mr. Mitchell followed Mr. Whitney’s 
advice. His answer is: It does not 
pay to mix your own. He admits he 
was losing by doing so. If Mr. Whit- 
ney had not interested him in com- 
mercial mixed feeds and sold him on 
the idea of using them, he would still 


This pre- 


By Frank Brobst 


be losing money by using his home 
mix. His letter tells the story. 

Mr. Whitney did not go about sell- 
ing this mash in a haphazard way. He 
knows the feed he has to sell and he 
does the farmer a real service in tell- 


Jan. 12/28. 


Bloomingdale Flour Mill 
Att’n; Mr. Whitney 


The laying mash you sold 
me sure proved that it does not 
pay to mix your own like Iwas 
doing and like a great many 
others. 

I tried out the mash on 
one pen of 400 Leghorns and 
we get 60 to 75 more eggs daily 
since using your mash. Will 
want another half ton soon. 


Yours truly, 
(Signed) W. S. Mitchell. 


ing him how to use those feeds to 
the best advantage. The farmers who 
trade with Mr. Whitney know that 
he is there to help them make money. 
Mr. Whitney says, “We always try to 
do what we think is best for the far- 
mer.” 
Serving Feeder Profitable 

Feed dealers in general could in- 
crease their trade by always making 
it a point to give feeding advice. It 
can be easily learned, both from liter- 
ature and books, and from the mills 
manufacturing the feeds he sells. Most 
every mill has a service department 
which answers questions regarding 
feeding and animal nutrition. 

The dealer should take advantage of 
pamphlets and information “furnished 
by manufacturers. This should be his 
slogan—“Hand out booklets to every 
customer but never pass anything out 
until you know what is in it.” 

The best results are obtained by first 
telling the customer what is in the 
booklet and then give them the book- 
let too. This will give him a chance 
to review what he had been told and 
seeing it in print helps him to remem- 
ber. 

When a dealer sells a sack of feed 
or a ton of feed, he should keep re- 
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peating to himself, “Will he feed it 
right? Will he feed it right?” After 
the customer has left the loading plat- 
form it is too late to make sure that 
he knows how to use the feed you sel! 
him and make a profit with it. Tell 
him while he is there. Remember 
when you make a profit for a customer 
he will be your customer indeed.. Mr. 
Mitchell is Mr. Whitney's customer be- 
cause he knows how to feed the poul- - 
try mash Mr. Whitney sells him. 
Home vs. Commercial Mixture 
As a purely business proposition the 
dealer should consider the advantages 
of selling commercial feeds both from 
the point of satisfaction of customers 
and for building a larger volume of 
permanent trade. The following is a 
comparison of advantages and disad- 
vantages for both the dealer and the 


poultry feeder: 


For the Feeder 


Home Mixing vs. 
Ingredients not 
uniform. (Vary- 


ing quality.) 


Allingredients not 
always available. 


Difficult to mix 
correctly. 
Hard labor in- 


volved to mix. 


Not guaranteed by 
anyone. 


Poor mixing 
causes moult and 
low production. 


For the 
Home Mixing vs. 
Does not build 
business. 
Does not allow 
dealer to advise 
customers about 
feeding. 


Customers “shop” 
around to buy raw 
materials. 


Keeps your store 
filled with unde- 
sirable looking 
burlap bags. 


Commercial Feeds 
Uniform —ingredi- 
ents. (Always the 
same quality.) 
Formula always 
the same. 


Always thorough- 
ly mixed. 


No labor required 
of poultryman. 


Fully guaranteed 
by manufacturer. 


High production 
kept up by uni- 
form feeding. 


Dealer 
Commercial Mashes 
Establishes the 


brand you sell. 


Gives dealer op- 
portunity to be of 
valuable local ser- 
vice. 


Keeps your cus- 
tomers loyal to 
you. 


Keeps good look- 
ing packages be- 
fore your custom- 


ers, giving them 
an incentive to 
buy. 
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> Vertical Grinder 


YW = Hasall the features of a 

double head attrition mill in 
little space and at low cost. 
It will grind almost anything. 
Furnished with Line Start 
Motor where required. 


MILWAUKEE, WIS. U.S.A. BULLETIN 1234-I 


Gives you no ad- 
vertising possibil- 


Commercial mash- 
es may be effec- 


SWEET DAIRY FEED 
16144% PROTEIN 


MINNESOTA FEED COMPANY 
MINNEAPOLIS, MINNESOTA 


Mixed Cars a Specialty—We Handle All Kinds of Mill Feeds 
Shippers of Corn and Oats—Write for Samples and Prices 


SHIPPERS OF 


Red Durum 


Sulphured and Natural Oats 


and Barley, Buckwheat and 
other grains for poultry feed 


Elevator Capacity—2,500,000 Bushels 


ARCHER -DANIELS-MIDLAND CO. 


Manufacturers of Linseed Oil and Meal 


GRAIN DEPARTMENT. 
MINNEAPOLIS MINNESOTA 


Wire or Write for Our Quotations if you are not receiving 
them regularly. 
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ity. tively advertised 
and trade increas- 
ed thereby. 


More labor and May be all piled 
mistakes in un- in one pile at one 
loading, trucking. price and sold 
piling and loading with little chance 
separate ingredi- of error. 

ents. 


Mr. Whitney knows that the well 
balanced and accurately- manufactured 
mash feeds will make more money for 
his trade. He knows he can handle 
it at a saving and passes this saving 
on to his consumers. 

The example given in the letter from 
Mr. Mitchell is typical of conditions 
as they exist almost everywhere. The 
automobile dealer knows his make of 
automobile and what it will do. He is 
careful to tell his buyers how to oper- 
ate them. The radio man knows how to 
make his radios perform and shows 
his buyers how. The shoe dealer 
knows all about shoes and he tells 
his buyers how to make them wear 
and give good service. The forward- 
facing feed dealer has as much or more 
to say about the performance of the 
feeds he has to sell. It is wise to im- 
press upon your feeders how to make 
your feeds perform. 


CORN 


GLUTEN FEED ¢ 


23 te Protein 


Dealers everywhere are finding 
Sweetened Douglas Corn Gluten 
Feed gaining new and better satis- 
fied customers every day. A pro- 
tein concentrate flavored with cane 
molasses. For poultry as well as 
dairy cows. Get our new pamph- 
let describing it. 


Look for the sign of these good feeds 
at your dealer, or write to 


PENICK & FORD Ltd. Inc. 


Cedar Rapids, lowa 


a 

| MORE MILK NOW, 
; il $0%Protein 20% Proiein 


Many Manufacturers Attend 
West Baden Meeting 


(Continued from Page Fourteen) 

lows: H. J. Schlafly, Gober’s Great 8 
Milling Co., Jackson, Miss., trophy for 
inembers’ low net presented by Penick 
& Ford; C. B. Lee, Buffalo, loving cup 
for first low net presented by Percy 
Kent Bag Co.; Hon. Edwin P. Mor- 
row, Lexington, Ky., loving cup for 
second low net presented by Cereal 
By-products Co.; W. M. Williams, B. 
F. Gump Co., Chicago; Gladstone bag 
for third low net presented by Bemis 
Bro. Bag Co.; R. P. Walden, Corn 
Products Refining Co., New York, lov- 
ing cup for first low gross, presented 
by Chas. M. Cox Co. 

A. L. Theler, Joslin Schmidt Corp., 
Cincinnati, loving cup for second low 
gross presented by Consolidated Feed 
& Grain Co.; E..D. MacNicol, South- 
ern Mixed Feed Manufacturers’ Asso- 
ciation, zipper bag for third low gross 
presented by International Sugar Feed 
Co.; L. F. Brown, Chicago, zipper 
golf bag for average golfer event pre- 
sented by W. E .Suits; J. L. Anderson, 
Alfocorn Milling Co., St. Louis, big 
bull frog for most 2s presented by M. 
C. Burns; E. C. Rich, Purity Oats Co., 
Keokuk, Ia., steel shafted driver for 
most pars. presented by C. U. Snyder 
& Co. 

A. F. Seay, Ralston-Purina Co., St. 
Louis, loving cup and cocktail shaker 
for most birdies presented by the Bert- 
ley Co.; C. W. Chapin, Chapin & Co., 
Chicago, Walrus traveling bag for 
most threes presented by B. F. Gump 
Co.; A. L. Buxton, Kentucky Chemical 
Mig. Co., Covington, Ky., Wahl desk 
set for most fours presented by Hirst 


& Bagley Linseed Works: F. J. Alex- ¢ 


ander, Crawfordsville, Ind., tobacco 
pouch and cigar lighter for most fives 
presented by Riverdale Products Co.; 
E. F. Morris, Washburn-Crosby Co., 
Kansas City, silver plate for most sixes 
presented by Denver Alfalfa Milling 
& Products Co.; W. E. Suits, Quaker 
Oats Co., Chicago, sterling silver mil- 
itary set for most sevens presented by 
A. E. Lippelman; J. H. Welcome, Na- 
tional Miller, Chicago, steel shafted 
iron club for most eights presented by 
Chase Bag Co.; C. C. Lewis, Lewis 
Grain Corp., Buffalo, steel shafted iron 
club for most nines presented by Chase 
Bag Co.; Herbert Ladish, Ladish Mill- 
ing Co., Milwaukee, stee! shafted iron 
ciub presented by Chase Bag Co.; W. 
C. Doyle, King Milling Co., Lowell, 
Mich., loving cup and cocktail shaker 
for (blind draw) 4 above 70 and 4 be- 
low 70 presented by Manard Black- 


strap Co. 

True R. Slocum, Chickasha Cotton 
Oil Co., Kansas City, Mo., won a trav- 
eling set presented by D. W. McMillen 
for first prize in the horse shoe pitch- 
ing contest. Other winners were: As- 
bury Roberts, St. Louis, Mo., eight- 
day desk clock for second prize pre- 
sented by the Oyster Shell Products 


’Corp.; Tom E. Wheeler, Huntington, 


Ind.; loving cup for third prize pre- 
sented by Mente & Co., Inc.; R. S. 
Taussig, American Molasses Co., Lar- 
iat rope for fourth prize presented by 
Floyd Wilson. 

Mrs. Jane E. Riley, Three Minute 
Cereals Co., Cedar Rapids, Ia., was in 
charge of the bridge tournament for 
ladies held at the Hoosier country 
club, Friday afternoon. The winners 
were as follows: Mrs. W.'O. Greene, 
fitted suit case for first prize donated 
by Larrowe Milling Co.; Mrs. W. 
Horace Williams, silver vase for sec- 
ond prize donated by Crushed Oyster 
Shell Corp.; Mrs. J. W. Powley, steer 


hide shopping bag for third prize do- 
nated by L. F. Brown and R. M. 
Field; Mrs. M. F. Cohn, ostrich hand 
bag for fourth prize donated by the 
McMillen Co.; Mrs. A. W. Bosworth, 
silver nut cups for fifth prize donated 
by Spencer, Kellogg & Sons, Inc., Mrs. 
Max Nowak, Scheaffer life time foun- 
tain pen and pencil for sixth prize do- 
nated by the Three Minute Cereals Co. 

The convention was generally con- 
ceded to be the most successful ever 
held by the association and without 
doubt attracted the largest attendance 
except for one meeting which was 
held immediately after the war in Chi- 
cago. Two hundred persons registered 
for the convention and there 
many attracted to the meeting 
who did not officially register. 
commodations provided by the West 
Baden Springs hotel were not equal 
to those at the previous two conven- 
tions and except for this fact the con- 
vention could be called perfect, with 
all credit due Secretary Brown. 


were 
place 
Ac- 


Expert Oat Huller 


Only 5 H. P. required. 
cracks corn, wheat, rye or any 
kind of grain. 

No feed manufacturer should be with- 


out one. 
ples, etc. 


CLELAND MANUFACTURING CO., Minneapolis, Minnesota 


Hulls and Separates 
Complete job one operation 
Capacity 50-60 bus. per hr. 


Also 


Write for particulars, sam- 


OVER SIXTY-THREE YEARS OF SATISFACTION 


BADGER 


paoser Bran, 


= 


TRADE MARK REGISTERED 


SELECTED SEEDS 


Selected Seeds and Seed Corn 


THE LARGEST SELLER IN WISCONSIN 


<a 


MILWAUKEE 


L. TEWELES SEED CO. 


WISCONSIN 
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Boost The Feed Bag To Firms You Do Business With 


SCRATCH FEED 
A-C EGG MASH 


— Will positively produce the maxi- 
Mixed Cars mum amount of eggs. 
Our Specialty 


These feeds are RIGHT and our prices are RIGHT 


Write for samples and prices 


WISCONSIN MILLING COMPANY wisconsin™ 


WE SELL DEALERS ONLY 


‘Queen Wheat Feed 
is a Pure Wheat offal 


and is manufactured in 
our own mills. Can fur- 
nish Queen in straight 
or mixed cars with Che- 
: rokee Pure Bran and 
Cherokee Middlings. 
Bran, Screenings not exceeding mili run —| 
— CRUDE PROTEIN 15.7% 


CRUDE FAT - - 4.6%. 
CRUDE FIBRE - - 83% — 


js ST. PAUL, MINN. Capital Flour Mills, lnc. 


MINNEAPOLIS, MINN. » CORN EXCHANGE 


Minneapolis, Minnesota 


LEE 


m WE SELL DEALERS ONLY <—a 


HOUR SERVICE 
ON MIXED CARS 


Carry the Stock 


MILL FEEDS, FLOUR, OIL MEAL, GLUTEN, COTTON 
SEED MEAL, HOMINY, CORN, OATS, OYSTER SHELLS, 
GRIT. In fact, everything in the feed line. 


POULTRY FEEDS, DAIRY FEEDS 
RED OAK DAIRY 20% 
RED OAK SWEET DAIRY 16% 
RED OAK WHEAT FEED 
RAPIDS DAIRY 16% 


We ship C. M. & St. P., C. & N. W. and Green Bay & Western 
WRITE OR WIRE FOR PRICES. 


McKERCHER MILLING CO. 


WISCONSIN RAPIDS, WISCONSIN 
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E. R. BRUMWELL has purchased 
the Solon feed mill, Solon, Ia., and 
has re-opened it for business. 


ST. CROIX SHIPPING ASSN,, 
New Richmond, Wis., has purchased 
the buildings of the powdered milk 
plant and will use the main building 
as a feed mill and warehouse. 


RECENT MUNSON SALES 

The following are a few recent sales 
of the Munson Superior Batch Mixer 
as reported by the Munson Mill Ma- 
chinery Co., Inc., Utica, N. Y.: 

Chas. Wolohan, Inc., Hemlock, 
Mich.; Le Blane Milling Co., Chazy, 
N. Y.; Jay Markham, Lyons Falls, N. 
Y.; W. S. Woodcock & Son, Edwards, 
N. Y.; Richardton Milling Co., Rich- 
ardton, N. D.; Byron Roof’s Sons, 
Fort Plain, N. Y.; Manley Schultz, 
Fort Plain, N. Y.; Elmore Milling Co., 
Oneonta, N. Y.; C. E. Brush & Son, 
Moira, N Y.; Horvits Grain Co., New 
Bedford, Mass.; R. M. Spotts, Douglas- 
ville, Pa.; Pottstown Roller Mills, 
Pottstown, Pa.; Chesaning Farmers’ 
Elevator Co., Chesaning, Mich.; Gar- 
man Bros., Alliance, Ohio; Fred Cas- 
well, Rome, N. Y.; J. L. Beauchamp, 
Delmar, Dela.; S. L. Ewel, Romeo, 
Mich.; Theo. Hoffman, Guilford, N. 
Y.; H. W. Stick, Hanover, Pa.; Geo. 
C. Genzler, Barto, Pa.; Hilson Bros., 
Bovina Center, N. Y.; Marion Grain 
Co., Marion, Pa.; I. L. Richer Co., 
Norwich, N. Y.; Menning Mfg. Co., 
Grand Rapids, Mich.; H. K. Riegel, 
Durham, Pa.; Glade Valley Milling 
Co., Woodsboro, Md.; A. Walcott & 
Sons, Coopersville, Mich.; Hurlock 
Milling Co., Hurlock, Md.; L. I. Jen- 
nison Co., Jennison, Mich.; J. L. Here- 
ter & Son, Fayetteville, Pa.; Geo. M. 
Detrich, Williamson, Pa.; I. Serata & 
Sons, Bridgeton, N. J.; Holly Grain 
& Products Co., Holly, Mich.; F. M. 
Brown’s Sons, Birdsboro, Pa.; A. G. 
Payette, Battle Creek, Mich. 


MINNEAPOLIS, MINN. 


Milling Wheat 
All Proteins and Glutens 


Corn, Oats and Rye for 
Milling and Feed 
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CLASSIFIED 


Service department for our read- 
ers. Low Rates: 25c per line; 
minimum $1.00. 


Mention The Feed Bag When Writing Advertisers 


FEED BUSINESS FOR SALE 


Established feed business for sale in town of 
1800. Two story brick building with elevator 
and 2500 bu. grain capacity. Now doing $45,- 
000.00 business each year. One competitor. 
Write EX-2, THE FEED _ BAG, 86 East 
Michigan street, Milwaukee, Wis. 


MACHINERY FOR SALE 
FOR QUICK SALE—An assortment of 
motor or belt driven mills. Nearly all makes 
and sizes. First inquiries get the best bar- 
gains. This is all good equipment and fully 
uaranteed. Write, phone or wire for prices. 
IAMOND HULLER Winona, Minn. 


FEED BUSINESS FOR SALE 


Established feed business, only feed grinder 
in city of 25,000 in Southern Wisconsin. — Ele- 
vator building capacity, 15000 bu., warehouse 
capacity 12 carloads, doing $65,000.00 business 
annually. Very little competition. Good rea- 
sons for selling. Write LB-1, c/o THE FEED 
BAG, 86 East Michigan street, Milwaukee, Wis. 


DAIRY ALFALFA HAY 
FOR SALE 


Write or wire for delivered prices. 
Grades and weights guaranteed. 


JOHN DEVLIN HAY CO., Inc. 


Get Parks’ Direct Mill Contracts 


ANYTHING IN THE FEED LINE 

Dried Butter Milk Powdered Skim Milk 
Cottonseed Meal _— Linseed Meal Bone Meal 
Oyster Shells Screenings Coarse Grains 


J. P. PARKS, Broker 


Direct Manufacturers Representative 
400-401 New England Bldg. KANSAS CITY, MO. 
327 So. La Salle St., Chicago, Ill. 


192 NO. CLARK ST., CHICAGO, ILL. 


BOB TYSON, Madison, Wis., vet- 
eran representative of the Quaker Oats 
Co., is back on the job after a six 
weeks’ vacation in California. 


EDWIN F. STOVER, Blooming 
Glen, Pa., has purchased a site for a 
branch feed store and mill at Perkasie, 
Pa., and expects to begin building op- 
erations soon. 


THE J. B. HAM CO., Lewiston, 
Me., has leased the store formerly oc- 
cupied by the Biddeford Farmers’ 
Union, Sacco, Me., and started busi- 
ness on April 1. 


PETERSON BIDDICK CO., Wa- 
cena, Minn., has opened a branch feed, 

seed and poultry store in Fergus Falls, 
’ Minn., with H. J. Davies in charge. 


MODEL FLOUR STORE. -Inc., 
Menominee, Wis., has been incorpo- 
rated with a capital stock of $12,000. 
The incorporators are George Massee, 
L. W. Massee and Lloyd Wentlandt. 


TWO WISCONSIN CATALOGS 
The College of Agriculture of the 
University of Wisconsin now has 
available for distribution free on re- 
quest two catalogs explaining its study 
courses for the school year of 1928- 
1929. One explains the home econom- 
ics course and the other the regular 
agricultural studies for men. 


Buy 
PURITAN BRAND 


The Genuine Live Reef 


CRUSHED OYSTER SHELL FOR POULTRY 
Packed in new 100 Ib. burlap bags. 


CHICK, MEDIUM and COARSE Grades 


Quality and Service Unsurpassed 


All Goods Guaranteed 


The Crushed Oyster Shell Company 


BILOXI, MISS. 


R. L. HERRICK M. H. HERRICK 


HERRICK FEED COMPANY, INC. 


WHOLESALE 


Grain and Feed Shippers 


HARVARD, ILLINOIS 
PHONES 135 AND 118 


Excellent service, highly reliable; 

Quality paramount---that’s undeniable; 
Best of attention, prices agreeable; 

Our motto is: “satisfaction unbeatable’’. 


100% FOR THE DEALERS 


R. L. HERRICK, Jr. J. M. HERRICK 
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NOW IS THE TIME 


to make outside repairs. Loose siding 
should be renailed or replaced when the 


weather is good and before grain is placed 
in storage. 
Many elevators are now being protected against lightning to 


avoid damage during the crop movement when loss of elevator 
would mean loss of the season’s profits. 


GRAIN DEALERS NATIONAL MUTUAL FIRE INSURANCE CO. 


INDIANAPOLIS, INDIANA 


J. J. Fitzgerald Cc. R. McCotter 


Secretary and Treasurer Ass't. Secy. and Western Mgr. 
Indianapolis, Ind. : Omaha, Nebraska 


RELIABLE SERVICE! 


When in the Market for Straight or Mixed Cars 


MILLFEEDS OIL MEAL 
CRACKED CORN GROUND FEEDS 
GROUND GRAIN or FLAX SCREENINGS 
WHOLE or GROUND MILL OATS 
WHOLE or GROUND BARLEY 
FEED GRAINS 


GET IN TOUCH WITH 


THE HAERTEL COMPANY, INC. 


616 Corn Exchange Bldg. Minneapolis, Minnesota 


Pearl Crit 


Makes Hens Lay 


LESS GRIT TO BUY, MORE EGGS TO SELL 

Because of super-availability and natural balance of 
needed minerals, poultry will eat only about half as 
much PEARL GRIT as of other grits or shells, yet egg 
production will be increased to the maximum. 

2. MARYLAND POULTRY DEPARTMENT SAYS 

The Limestone ren consumed 43% less material and laid 20% more eggs.” 
Our enormous advertising program is catrying this message to the poultrymen 
and you should be in position to supply the demand. 
; A YEAR ROUND PRODUCT 

There is a year round demand for PEARL GRIT. During the winter and fall 
laying season, PEARL GRIT is in demand to supply the necessary lime for the 
heavy egg production of this season. During the spring months, there is an 
enormous market for No. 1 PEARL GRIT for baby chicks. Every experimental 
college and professional poultryman in the country, recommends No. 1 PEARL 
GRIT to furnish the necessary lime for rapid gain. 

WRITE FOR PRICES 
AND INFORMATION REGARDING PEARL GRIT 


It is made in three sizes for laying hens, growing birds and baby chicks. 


THE OHIO MARBLE COMPANY, Piqua, Ohio 
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REAL & ESTERDAY grain ele- 
vator, Kenesau, Neb., was recently de- 
stroyed by fire. The loss is estimated 
at $13,000. 


S. H. VAN GORDEN & SON 
grain elevator at Humbird, Wis., was 
destroyed by fire recently. 


FIRES NEAR BUFFALO 

Two simultaneous fires on May 14 
and 15 caused extensive damages to 
two of the leading feed mills near 
Buffalo, N. Y. Lawrence Walker’s big 
mill at Prattsburg, N. Y., which was 
erected in 1848 and has been in con- 
tinuous operation since that time, was 
completely destroyed. The loss is es- 
timated at $40,000, and was largely 
covered by insurance. 

William McMinn’s miil at Mill Vil- 
lage, south of Waterford, Pa., was par- 
tially destroyed. The damage estimated 
at $30,000 was largely covered by in- 
surance. 


OIL CITY FIRE 

Fire which originated in the store 
and warehouse of the Durfee Feed Co., 
Oil City, Pa., on May 10, spread to 
several adjoining buildings and caused 
a loss of more than $300,000. The plant 
of the feed company was entirely des- 
troyed. 


CEREAL 


GRADING CO. 
MINNEAPOLIS 


SPECIALIZE IN 


GOOD 
CORN and OATS 
For 
WISCONSIN TRADE 


Prices Right—Service Prompt 
TRY US. 


CHARCOAL 
COD LIVER OIL 


PEARL GRIT 


| Bag Lots -- Ton Lots 


‘ The Feed Bag Is Your Paper, Help It By Boosting a 
a 
| 
! 
| | 
“THROW | | 
warcH | 
=, BUTTER SALT. 
Dadmun-LaBudde | 
| Company 
NORTH MILWAUKEE 
| 


| Wuen in MINNEAPOLIS | 
STAY AT | 


The | 
New Nicollet. 
Hotel | 


OPPOSITE TOURIST BUREAU | 
ON WASHINGTON AVENUE | 


The Northwest's Finest Hotel 
600 ROOMS WITH BATH 
OR CONNECTING 
Every room an outside room 


Largest and Finest Ballroom in the 
Northwest 


RATES 


$2.00 
2.50 
84 Rooms at 

4.00 


Suites and Special Rooms at 
$6.00 to $9.00 


MAIN DINING ROOM 
COFFEE SHOP 


Three Blocks from Both Depots. 
Retail Center and Wholesale Center. 


W. B. CLARK, Manager 


The Comfortable 
Great Northern 


RAVELERS select the 

Great Northern for its 
wonderful location in Chi- 
cago’s “‘loop’’. They return 
because the large comfort- 
able rooms, homelike en- 
vironment, attentive service, 
excellent food and moderate 
charges make it an ideal 


hotel. 
400 Newly Furnished Rooms, 
@adayand up. Sam 


Rooms $4.00, $5.00, $6.00, $7.00 
and $8.00. 


Walter Craighead, Manager 
DEARBORN STREET FROM JACKSON 
TO QUINCY 


New Garage One-Half Block 
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Sterling Poultry Feeds 


A COMPLETE LINE OF 
MIXED GRAIN FEEDS 


and 
GUARANTEED-TO-SATISFY MASHES 


also 


MIXED CARS 


Containing any of the standard mill feeds-- 

bran, middlings, rolled oats, oil meal, etc., 

as well as oyster shell, animal protein 
products, dairy feed, etc. 


Write, wire, phone for quotations on requirements 
of any size. 


Northrup, King & Co. 


FEEDS AND SEEDS 
MINNEAPOLIS, MINN. 


WELCOME 


to the 


THIRD ANNUAL 
CONVENTION 


of the 


CENTRAL RETAIL FEED 
ASSOCIATION 


June 12-13 


MILWAUKEE 
Brokers for 
CLINTON CORN GLUTEN and 
CORN OIL CAKE MEAL 


Operating Elevators at 
MILWAUKEE—CHICAGO 
DEPOT HARBOR, ONT. 
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DONAHUE-STRATTON COMPANY : | 


HIRT BROS. MILLING CO., An- 


tigo, Wis., is dismantling the flour 
mill and will devote their time to the 
production of poultry and dairy feeds. 


FRED C. HAMM, 74, pioneer Mil- 
waukee linlee and feed dealer, died May 
3 after an illness of several nronths. 
He was born in Richfield, Wis., and 
came to Milwaukee while a young 
man to operate a flour and feed store 
with his brother under the firm name 
of Hamm Bros. He purchased a gro- 
cery store later which he operated un- 
til his death. 


HAS BASEBALL TEAM 

Cudahy Flour & Feed Co., Cudahy, 
Wis., owned and operated by two wide 
awake feed dealers, Pete Benka and 
Joe Kujawa, is entering a baseball 
team in the Major A division of the 
Milwaukee Amateur Association that is 
bound to bring laurels to their firm 
and city. Pete and Joe, who manage 
the team, are confident that their team 
will win the pennant. 


H. H. KIRKPATRICK,. Des 
Moines, Ia., has been appointed mana- 
ger of the Indianola Feed & Supply 
Co., Indianola, Ia., which recently 
opened for business. The firm will 
handle a complete line of feeds and 
seeds. 


CLIFFORD F. LANE, former as- 
sistant manager of the Hecker-H-O 
Co., Buffalo, N. Y., has been appointed 
trustee of the 
Buffalo feed men’s suburb. He was 
installed at a meeting of the village 
board on May 14 to fill the unexpired 
term of a member who resigned to be- 
come justice of the peace. Mr. Lane 
is expected to join the staff of a prom- 
inent Buffalo feed jobber soon. 


EXPERT SAFE BLOWERS 
opened the strong box in the office of 
the Wells-Burch Corp., feed dealers 
at Alexander, N. Y., recently and stole 
$500.00 in cash and a check for $850.00. 
Last fall the safe was blown and 
$100.00 was obtained. 


Village of Kenmore, 


Personal 
Attention 


OY |. CAMPBELL 


Commission Merchant 


GRAIN and SEEDS 


SHIP TO 


MILWAUKEE, WISCONSIN 
Authorized Successor to RUNKEL & DADMUN 


JOSEF MUELLER 


Consign Your GRAIN, BARLEY AND RYE Especially 


FOR ATTENTION 


WM. R. MADDEN 


TO 
UERGER COMMISSION CO. 


ESTABLISHED FOR OVER THIRTY YEARS 


510 Mitchell Bldg. 
Milwaukee, Wis. 


Established 1884 


Members Minneapolis Chamber of Commerce 


MIXED CARS — STRAIGHT CARS 


Special Corn and Oats Feed 


OVER 80 DIFFERENT KINDS--Ground Feeds--Coarse Grains--Millfeed--Dried 
eet Pulp---Oil Meal--Poultry Feeds, Etc 


Spring Wheat 


soft Winter Wheat FLOUR private Bran 


Private Brands 


Seng fos MANEY BROTHERS MILL & ELEVATOR CO., 


L. H. LARSON, Luverne, Ia., has 
sold an interest in the Luverne Feed 
Mill to Jack Niemier. 


KENYON ELEVATOR CO., Ken- 
yon, Minn., is building an addition to 
its plant and installing a feed grinder. 


Corno HyGrade Oat Feed 
Corno Feeding Oatmeal 
Corno Rolled Oats 


also and Fine 
Ground 


Three Minute Cereals Co. 
Cedar Rapids, Iowa 


GET MY PRICES—SAVE MONEY 


A. L. STANCHFIELD 


Carlots and Mixed Cars 
FLOUR, MILLFEED 
OILMEAL, ETC. 
602 Corn Exchange Bldg. 
MINNEAPOLIS, MINN. 
“‘Stand by Stan’’ 


IOWA MILLING CO. 


CEDAR RAPIDS, IOWA 


Shippers of 


CORN and OATS 


Cedar Rapids Weights and Grades 
Get our prices—We can save you Money 


NEBRASKA CONSOLIDATED 
MILLS COMPANY 


MILLERS OF 


Mothers Best Flour 


Emrich Grain Co. 


CEDAR RAPIDS, IOWA 


our prices before 
buying grain’’ 


LINSEED MEAL 
CARLOTS 


Linseed By-Products Co. 


917 METROPOLITAN LIFE BLDG. 
MINNEAPOLIS, MINN. 


E. J. KOPPELKAM 


GRAIN FUTURES 


373 Broadway 
MILWAUKEE, WISCONSIN 


Phones Broadway 32, Broadway 783 


Member Chamber of Commerce 


FOR 


CORN or OATS 


and the 
QUALITY and SERVICE 
your trade demands 


Write, Phone or Wire 


WESTERN TERMINAL 
ELEVATOR COMPANY 


Sioux City, lowa 
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Reliance Feed Co. 


MILLFEEDS 
500 CORN EXCHANGE 
MINNEAPOLIS, MINN. 


Mailing Lists 


Will increase sales 


rots 


tate an 
uals, Professions, Bi 


5 Feach 


“Rss -Gould St Louis 


4 
= 


JLILILIL 


M. G. 

RANKIN 
& COMPANY 
GRAIN and FEED 


CHAMBER OF COMMERCE 


MILWAUKEE 


Established 1880 


PAINE, WEBBER 
& COMPANY 
Members 
NEW YORK STOCK 
EXCHANGE 
CHICAGO. STOCK 
BOSTON STOCK 

EXCHAN 
DETROIT STOCK 
NEW YORK COTTON 

EXCHANGE 

CHICAGO BOARD 
OF TRADE 

94-100 MICHIGAN ST. 
Telephone Broadway 8700 


MILWAUKEE 
E. J. Furlong, Resident Partner 


2. 2. 2. 2. 


2. 2. 2 2. 2 


2 2 


ee 


QUICK SHIPMENT 


STRAIGHT CARS OF FEED 


Bran and Durum Feeds in 
warehouses ready for Quick 
Shipment. Write for quota- 


We have Pure Bran, 


tions and try our service. a 

I PHONE ATLANTIC ¥ ++ 

I. S. JOSEPH CO., Inc. # 
Flour Exchange + 
Minneapolis, Minnesota +f 


F. J. PHELAN CO. 


418 Chamber of Commerce 


MILWAUKEE, 
WIS. 


“Grain Futures” 


Special Attention to Hedges 


Business 
expands with 
Printed messages 


They are profitable 
ADTKE ORTSCH 
K°Co. 


BROS. 

1894 
PRINTERS 
LITHOGRAPHERS 
BINDERS 

344-346 MILWAUKEE STREET 


Brosoway 1076 WISCONSIN 


SEA GULL BRAND 


PURE GENUINE 


OYSTER SHELLS 


are the best on the mar- 
ket today. No dirt—dust 
—waste or odor. Always 
packed in blue striped 
heavy burlap bags. Cost 
is less. 


Send for Sample and Price. 


LABUDDE FEED & GRAIN Co.. 
MILWAUKEE, WISCONSIN 
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Che feed Bag 


Vol. 4. No. 6. JUNE, 1928 


DAVID KNOX STEENBERGH 
Managing Editor 


Published the first week of every month at 
Milwaukee for retail feed, flour, grain, coal and 
allied products dealers. The only strictly retail 
dealer publication in the field. Subscription 
price—$2.00 per year. 


Changes in advertising copy may be sub- 
mitted up to the 15th of the month preceding 
date of issue Last closing date, the 25th. 
For advertising rates, etc., address The Feed 
Bag, 86 East Michigan street, Milwaukee. 


The Feed Bag is official publication of the 
Central Retail Feed Association and circulates 
monthly to practically every responsible retail 
feed and allied products dealer in the East and 
Central Northwest including all members of the 
Eastern Federation of Feed Merchants. 


Copyright, 1928, Editorial Service Co.,Inc. 


LINSEE 
FLAX SCREENINGS 


MANUFACTURED BY 


STUHR-SEIDL COMPANY 
MINNEAPOLIS, MINN. 


INGREDIENTS 
PURE 0. P. LINSEED MEAL AND GROUND 
FLAX SCREENINGS. 
ANALYSIS 


MINIMUM CRUDE PROTEIN 90.0% 
CE FA 55% 
MAXIMUM CRUDE 


The leading brand of 30% 
Meal. Ai little higher in 
price because it contains 
a larger percentage of 
Pure Linseed Meal than 
other brands. We are 
getting repeat orders for 
Minnehaha in Wisconsin 
and other states. 


STUHR - SEIDL 
COMPANY 


MINNEAPOLIS 
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FRANKE GRAIN CO. 


| 
| Established 1892 


GRAIN AND FEED 


MILWAUKEE, 


Company 


Corn Gluten Feed 
Corn Germ Meal 


Get our CORN and OAT 
Prices 


Alfalfa Hay a Specialty 
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- WISCONSIN 


Deutsch ©& Sickert 


REPRESENTATIVES OF 


A. E. STALEY MFG. CO. 


Staley’s Perfect Protein Feed 33% Protein 
Straight and Mixed Cars 


34% Linseed Meal 
43% Cottonseed Meal 
Bran Middlings 
Flour Midds—Wheat Mixed Feed 
Rye Middlings—Hominy Feed 
Ground Flax Screenings 
Ground Grain Screenings 


Feeds of all kinds also Hay— 


400-402 Chamber of Commerce 
MILWAUKEE, WISCONSIN 


» « « 23% Protein 


Use the Phone—Call 
BROADWAY 


16074 
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FORMULA. 


old quality 


In the production of ids quality feeds, the formula 


is of utmost importance. The formula must be right. True Value poultry 
mashes with Cod Liver Oil and Cod Liver Meal uphold every principle of 


modern poultry feeding. The formu- 
las are approved by the country’s 
leading authorities. By actual ex- 
perience and practice, their superi- 
ority has been proved again and 
again in the feed lot. 


INGREDIENTS. With the 
best formula prepared, the best in- 
gredients must be used. Old No. 2 
Yellow Corn is the base of True 
Value poultry mashes. The Cod 
Liver products are tested and proved 
for long-lived potency. Every in- 
gredient is selected with equal care. 


MANUFACTURE— 


Powerful modern machinery is re- 
quired to correctly prepare the ideal 
formula in a uniform and effective 
way. That is how True Value 
mashes are made. Favorable buy- 
ing advantages, low cost of manu- 
facture and great volume are factors 
which make True Value mashes most 
profitable for you. 


100 LBS. 


NET WHEN PACKED 


LADISH MILLING CO. 
MILWAUKEE, WIS. 


LADISH MILLING CoO. 


MILWAUKEE, WISCONSIN 
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Price Cutters Do Not Handle 
This First Quality Flour 


SINLY quality buyers are interested in King Midas 


nS flour. We say this with reference to both the 
—E dealer and consumer. King Midas is a 
quality flour, with an established reputation to main- 
tain, and is never sold on a price basis. It does not 
appeal to price cutters and thereby eliminates this type 
of competition. The King Midas organization be- 
lieves that quality and not price is the correct basis on 
which to build business. Progressive 

dealers believe the same way. That's why 

King Midas is the leader in so many flour 


and feed stores. 


Midas Ylour 


MANUFACTURED BY THE 


KING MIDAS MILL CO. 


MINNEAPOLIS, MINNESOTA 
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